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PROFITUNITY 


Why  limit  your  tales  to  DH  com¬ 
bination  windows  alone  when 
Hayes-Wolverine  offers  you  com- 
binotion  doors.  casement  storm 
sash  and  combination  bosement 
windows  too'^  Alt  hove  soles,  con¬ 
struction  and  operoting  features 
that  home  owners  (ond  dealers 
solesmen  ond  installers)  like 

Offer  a 

COMPLETE  LINE, 

th> 

HAYES-WOLVERINE  LINE 


COMBINATION 
STORM  SASH -SCREEN 
and  DOORS 


Th*  only  comploU  program  ovor  offorod 
to  otturo  tuccou  of  ovory  dooUr't  bu>i- 
noti.  A  corofully  planned,  (top  by  slop 
program  for  solos,  promotion  and  in- 
stollolion  is  providod.  Wo  furnish  FIELD 
ASSISTANCE  and  SUPERVISION  by  mon 
with  plenty  of  storm  window  experi¬ 
ence  and  "know-how." 
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ORIGINATORS  OF  PUSH  BUTTON  VENTILATION  CONTROL 


UIRRHER 

Uleather- master 

Combinations  and  Doors 

• 

it  DOUBLE  HUNG  UNITS 
it  CASEMENT  UNITS 
it  DOORS 


EXCLUSIVE 

DISTRIBUTORSHIPS 

AVAILABLE 


?  YOU  BET! 

Warner  Weather-Master  Combinations  outshine,  outvalue,  outsell  the 
entire  field.  They’re  priced  right,  have  a  good  profit  margin  and 
Warner’s  advertising  has  made  the  public  Warner-conscious.  This  com¬ 
bination  of  sales  producing  features  can  only  mean  handsome  profits 
for  the  Warner  dealer. 

!ZtfcUct^7  AND  HOWI 

Warner  Weather-Master  Combinations  and  Doors  are  master-crafted 
from  the  finest  quality  extruded  aluminum  .  .  .  grade  63S-T5,  especially 
treated  for  extra  hardness.  Warner  Units  are  spot  welded  too,  and 
contain  many  other  exclusive  features  including  the  RED  PUSH  BUTTON 
for  ventilation  control  (an  original  Warner  creation).  Warner  units  are 
quality  units  at  a  popular  price.  Doors  are  made  with  non-sagging, 
unbreakable  gussets. 

certainlyi 

Warner  offers  complete  and  friendly  cooperation  with  its  dealers;  Radio, 
Newspaper  and  Magazine  advertising  to  help  secure  leads;  dramatic 
promotional  and  demonstrational  material  to  add  that  extra  punch  in 
making  sales;  field  service  and  cooperation  all  along  the  line. 

WARNER  WEATHER-MASTER 
ALUMINUM  COMBINATIONS  AND  DOORS 
ARE  MANUFACTURED  BY 

WARNER  MFG.  CORP.,  JERSEY  CITY,  N.  J. 


The  Warner  K-D  plan  means  immediate  delivery  and  maximum  profits. 


The  SILVER  LITE  WINDOW  may  be  had  in  two 
models,  the  Reg-ular  type,  or  the  Self  Storing’.  Also 
furnished  in  Plain  Aluminum  or  Anodized  Alumi¬ 
num.  This  gives  the  Customer  a  choice. 


To  speed  delivery  to 
Dealers,  we  have  Manu¬ 
facturing  Plants  set  up 
in  various  areas  of  the 


country. 


Overlaps  the 
Window  Facinj; 


Regular  Type 


For  Dealer  Distribution  or  Manufacturing  information, 
Write,  Wire,  or  Call  — 


VAN  DETTE  MEG.  COMPANY 


824  Tod  Avenue,  Youngstown,  Ohio 
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On  tlie  House  .  .  . 


TI7HAT  makes  a  jjood  salesman 
’  ’  Kood?  There  are  a  lot  of  an¬ 
swers  to  that  question,  of  course, 
but  there  is  one  trait  of  character 
without  which  he  cannot  succeed 
and  that  is  persistence.  The  sales¬ 
man  who  is  always  on  the  job,  the 
man  who  never  finds  the  weather 
too  hot,  too  cold,  or  too  wet  to  sell 
is  the  salesman  who  bririKs  in  the 
orders. 


^  it  ^ 

In  thL'<  coiuiecfioii  this  irritcr 
kiioirs  a  storij  (ilxiiit  u  man  mho  is 
non'  the  president  of  a  nationalln 
knoirn  firm.  Years  af/o  irhen  he 
first  became  a  salesman  he  tried  to 
.sell  the  irresident  of  a  Chicago  firm 
a  neir  type  of  oil  filter  irithont  suc¬ 
cess.  Doggedly  he  kept  retnrnivg 
every  feir  months.  The  president 
2cas  always  friendly  but  he  was  an 
expert  at  evading  sales  talks.  He 
knew  how  to  handle  salesmen — he 
saw  an  average  of  ten  to  fifteen  a 
day  and  he  was  himself  an  experi¬ 
enced  old  s(desman. 

*  «  * 

Well,  one  rainy  day  our  salesman 
was  drivintr  through  Chicago.  It 
was  late  and  he  had  been  on  the 
road  all  day.  He  was  tired  and  he 
had  made  many  calls  that  day.  But 
even  though  he  didn’t  expect  to 
make  a  .sale  he  felt  he  just  had  to 
try  again.  He  found  the  president 
of  the  company  looking  moodily 
out  the  window'  at  the  rain.  “Do 
you  know  that  you  are  the  only 
.salesman  that  has  come  in  today,” 
he  said.  “I  like  a  salesman  who  is 
always  on  the  job.  Let  me  see  that 
oil  filter  of  .vours  again.”  With  the 
field  all  to  himself,  our  .sale.sman 
put  all  his  effort  into  his  .sales  talk. 

It  was  still  the  same  .sales  talk, 
the  .same  demon.stration,  the  .same 
answers  to  que.stions  that  he  had 
given  on  previous  occasions.  The 
president  reached  for  his  pen  and 
signed  the  contract.  Moral:  Keep 
plugging. 
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Guaranteed  by^ 
Good  Housekeeping 

^<gy«*vtitistojS»^ 


"SOniNING  UP"  more 
prospects  for  you! 


ruded 

J.cts  fo  w 


Alumatics  are  known  to  millions  of  magazine 
readers  all  over  the  United  States  and  Canada  be¬ 
cause  they’ve  been  nationally  advertised  for  years! 
Dealers  and  distributors  who  handle  a  nationally- 
advertised  and  nationally-known  product  know  that 
such  recognition  means  faster  consumer  acceptance, 
easier  sales!  A  plus  value  for  you! 


All  Alumatic  products  bear 
the  Good  Housekeeping  Seal— 


Utik  at  this  line!  ;X;:.l“"or.oC.Sn“ 


AlUMATIC  COMBINATION  WINDOWS  —  America's 
finest  combination  units,  with  superior  features — 
removable  sill,  interlocking  meeting  rail,  self¬ 
storing  inserts.  The  leader  in  the  field! 

ARAIUM  COMBINATION  WINDOWS  —  Complete 
self-storing  aluminum  combination  units  at  prices 
that  compete  with  wood  storms  and  screens! 

KAYSTO  COMBINATION  WINDOWS  —  For  casement 
windows  of  all  types — in-swinging  or  out-swinging, 
wood  or  metal.  Screen  section  slides  horizontally 
or  vertically.  Protects  entire  window  opening! 

TBI-MATIC  TBIPLE  SlIDE  COMBINATION  WINDOWS 

—  Storm  and  screen  sections  slide  up  and  down, 
providing  outside  access.  Interlocking  meeting  rail 
assures  weather-tight  fit  for  years  to  come! 

ALUMINUM  COMBINATION  DOOBS  —  Ruggedly 
built  of  hollow  extruded  sections  to  take  heavy 
duty.  Complete  with  hardware  and  closure. 

SCBEEN  POBCH  ENCIOSUBES  —  A  l^dy  all-alumi- 
numt  indoor-outdoor  living  room  with  interchange¬ 
able  storm  and  screen  seaions.  Also  used  for 
^  temporary  business  and  commercial  structures. 


»  Full  protection  to  the  consumer 

lijn  FULL  AND  HALF-SCBEINS  — Lightweight,  attractive, 
133  easy  to  store  and  easy  to  install!  Require  no  paint- 
|f  ing,  no  repairing,  and  give  plenty  of  protection 

'  ^  against  warm-weather  insects. 

a  SCBEEN  DOOBS  —  For  home  and  commercial  use. 
Special  frame  assures  perfect  fit  for  years  to  come. 

COMBINATION  POBCH  ENCLOSUBES  —  Provide  a 
y^r  ’round  extra  room.  Made  of  aluminum  screen 
sections  and  storm  sash.  Beautify  and  improve 
aefi  J  gV  old  and  new  homes. 

When  you  deal  with  Alumatic  you 
handle  ONE  COMPLETE  LINE!  This  means 
better  service  and  greater  sales  for  you! 


Same  territariei  Stilt  etten  ^ 

Write,  pkena,  er  wire  fWrietails! 


'^umdZL 


CORPORATION  OF  AMERICA 

2081  SOUTH  56th  STREET 
MILWAUKEE  14  WISCONSIN 
In  Canada:  ALUMINUM  BLDG.  PRODUCTS  CO.,  LTD. 
362  CHILVER  ROAD.  WINDSOR.  ONTARIO 
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The  Aluminum  Situation:  It's  Not 
As  Bad  As  You  Think 

Greater  U.  S.  production  plus  increased  imports 
from  Canada  will  help  relieve  metal  pinch — Alcoa 
and  Reynolds  officials  see  no  severe  shortage 


For  specialty  dealers  the  most 
important  question  that  arises 
from  the  tangled  economic  situa¬ 
tion  that  has  resulted  from  the  Ko¬ 
rean  war  is  the  uncertainty  about 
the  supply  of  aluminum.  The  hard¬ 
est  thing  to  find  out  today  is  just 
how  much  aluminum  will  be  made 
available  to  manufacturers  after 
military  requirements. 

The  reason  for  this  is  that  the 


military  themselves  don’t  know 
ju.st  how  much  they  will  need  be¬ 
cause  they  do  not  know'  what  is  go¬ 
ing  to  happen  in  Korea.  As  a  result 
Kaiser,  Reynolds,  and  Alcoa  are 
uncertain  about  how  much  metal  to 
set  aside  for  the  armed  forces  and 
are  therefore  cautious  about  their 
commitments  to  manufacturers  of 
non-war  goods. 

To  get  some  light  on  the  alumi¬ 


num  situation,  the  Editors  of 
BUILDING  SPECIALTIES  .sent 
identical  telegrams  to  the  “Big 
Three”  asking  for  some  .statement 
of  their  attitude  on  this  subject. 
The  replies  from  Reynolds  and  Kai¬ 
ser  are  reproduced  Delow.  In  the 
light  of  these  telegrams  and  other 
information  that  the  Editors  have 
gathered  from  various  other  sour- 
(Continued  on  Page  19) 


Sylvan  Hoffman,  President 
BUILDING  SPECIALTIES  MAGAZINE 
425  Fourth  Ave. 

Replying  to  your  telegraphed  request  for  statement: 

More  United  States  aluminum  production  is  the  way  to 
take  care  of  the  demands  of  civilian  industries  and  at  the 
same  time  meet  the  military  and  stockpiling  requirements. 

Kaiser  Aluminum  &  Chemical  Corporation  is  energetically 
engaged  in  a  program  of  expanding  aluminum  production 
capacities.  One  project  will  bring  new  aluminum  production 
capacity  of  40  million  pounds  a  year  into  operation  early 
next  year.  This  will  boost  our  aluminum  pig  capacity  to  340 
million  pounds  a  year,  which  is  30  per  cent  more  than  original 
rated  capacity  of  our  plants. 

Our  aluminum  sheet  capacity  is  to  be  increased  by  25  per 
cent  or  more  than  72  million  pounds  additional  annually 
through  improvements  at  our  Trentwood  rolling  mill  at 
Spokane,  scheduled  to  be  rushed  to  completion  by  the  end  of 
this  year. 

Henry  J.  Kaiser,  President 

Kaiser  Aluminum  &  Chemical  Corporation. 


Sylvan  Hoffman,  President 
BUILDING  SPECIALTIES  MAGAZINE 
425  Fourth  Ave.,  New  York 

In  reply  to  your  telegram  I  do  not  believe  that  the  amount 
of  aluminum  required  for  military  armament  will  create  a 
shortage  so  serious  as  to  seriously  cripple  manufacturers 
who  use  this  metal.  It  is  highly  probable  that  military  re¬ 
quirements  may  level  off.  Reynolds  Metals  Co.  is  making 
available  approximately  20  percent  of  its  production  for 
military  needs  but  we  have  increased  our  production  seventy 
two  million  lbs.  a  year  by  bringing  two  additional  pot  lines 
into  production. 

Additional  facilities  on  which  installation  will  start  soon 
will  bring  our  productive  capacity  by  next  March  to  one 
hundred  and  ten  million  lbs.  more  tha  nour  output  last 
March.  We  are  making  the  maximum  effort  to  provide 
aluminum  for  our  customers. 

David  P.  Reynolds,  Vice  President 
in  Charge  of  Sales, 

Reynolds  Metals  Co. 
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The  Art  oi  Selling 
To  The  Home  Owner 


Give  as  many  concrete  examples  as  you  can  during 
a  sales  talk — they  help  convince  your  prospect 


Part  3 

The  following  article  is  a  con¬ 
tinuation  of  one  which  ran  in  the 
August  issue  which  discussed  4 
vital  steps  in  making  a  sales  pres¬ 
entation.  The  two  remaining  step:, 
are  described  below.  This  material 
has  been  excerpted  from  the  Rub- 
eroid  Company’s  “Salesman’s  or 
Estimator’s  Manual.” 

Sttp  3:  “For  itisfaiici!"  After 
you  have  built  a  “bridge”  from  your 
subject  to  their  little  Island  of  Per¬ 
sonal  Interest  on  which  your  lis¬ 
teners  live,  your  prospective  cus¬ 
tomers’  next  uns|M)ken  thought-re- 
action  is  “For  instance !”  These  are 
two  potent  magical  words — “For 
instance!"  They  comprise  a  two- 
word  formula  that  is  so  potent  that 
if  you  merely  repeat  these  two 
words  at  short  intervals  during  the 
remainder  or  the  body  of  your  pre¬ 
sentation — you  can’t  go  wrong.  The 
body  of  your  presentation  will  auto¬ 
matically  be  clear,  persuasive,  in- 
tere.sting. 

The  minute  you  utter  these  two 
w’ords,  or  equivalent  words,  you 
must  tell  a  story,  cite  a  concrete 
case,  or  give  an  example.  Let  us 
warn  you  that  if  you  do  try  to  re- 
I>eat  “For  instance!”  at  least  once 
a  minute  without  a  thorough  prep¬ 
aration  of  enough  interesting  and 


helpful  stories  to  back  it  up,  you 
may  get  into  trouble  and  kill  your 
sale.  About  the  third  or  fourth  time 
you  .say  “For  in.stance !”  if  not  thor¬ 
oughly  prepared  to  back  it  up,  you 
may  break  out  in  cold  sweat — into 
a  panic — and  a-sk  your.self  “For  in¬ 
.stance — what?”  and  if  the  answer 
is  “For  instance — nothing!”  you 
may  be  sure  you  have  completed 
the  body  of  your  presentation. 
That’s  all  there  i.s — there  isn’t  any¬ 
more. 

“For  Instances” 

Never  try  to  save  such  a  situa¬ 
tion  by  repeating  what  you  have 
already  .said  in  other  words.  Your 
prospects  do  not  want  “other 
words.”  They  want  more  “For  in¬ 
stances!”  And  you  have  reached  a 
point  in  the  body  of  your  talk  where 
it  may  be  compared  to  the  body  of 
a  match  which  you  have  held  too 
long  in  your  fingers.  It  burned  your 
fingers.  Don’t  make  the  mistake  of 
burning  your  fingers  in  a  .sales  pre- 
■sentation. 

When  your  very  last  “For  in¬ 
stance!”  story  is  told,  it  should  be 
so  thoroughly  .saturated  with  color¬ 
ful  emotional  appeal  that  the  pros¬ 
pective  customers  are  emotionally 
.stirred  toward  favorable  action, 
and  driven  by  .some  emotion  of  their 
own  feel  a  heavy  “urge  to  buy.”  , 


After  pre.sentation  of  this  last 
“For  in.stance!”  story  you  watch 
the  expression  in  and  around  the 
eyes  of  your  prospective  customers 
and  you  will  “.see  them  break”  as 
.some  of  the  “oldtimer”  .salesmen 
say  it.  In  other  words,  they  are 
now  convinced  or  “sold”  and  your 
.sale  only  requires  the  action  of  clos¬ 
ing.  This  i.s  what  .some  lecturers  call 
“the  p.sychological  moment.”  You 
must  be  quick  to  recognize  it.  Move 
swiftly,  surely  and  positively  into 
your  la.st  step — “So  what?” 

Step  4:  “So  irhat?”  This  i.s  what 
now  ri.ses  unbidden  in  the  thoughts 
of  your  li.steners  at  the  end  of  a 
reasonably  correct  .sales  pre.senta¬ 
tion — “So  irhat?" 

A.sk  For  The  Order 

Here  i.s  w'here  you  demonstrate 
to  your.self  (which  is  mo.st  im¬ 
portant  of  all)  that  you  are  a  real 
.salesman.  Here  i.s  where  you  SELL 
— if  you  are  ever  going  to  SELL. 

You  mu.st  now’,  in  your  own  way 
— in  a  positive  way,  mind  you — ask 
for  sharply  defined  action.  You  may 
.say,  as  you  read  this,  that  this  i.s 
unnece.ssary  advice  because  “of 
course  any  .salesman  will  a.sk  for 
action,  or  a.sk  for  the  order.”  But 
the  truth  is  that  most  “so-called” 
.salesmen  reach  this  point  and  are 
{Continued  on  Page  33) 
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Different  tops  can  be  used  together 
with  a  number  of  standard  cabinets. 


Lavatory-Vanity  Table 
Combination  Opens  New 
Market  for  Dealers 


It  provides  storage  space,  eliminates  cabinets 
and  hampers  and  makes  bathrooms  spacious 
—  customers  like  them  ond  there's  lots  of 


profit  for  you 


By  J.  LAMSON,  Jr. 
Sales  Manager 
Imperial  Dressatory,  Inc. 


The  pa.st  several  decades  have 
brought  a  vast  number  of  im¬ 
provements  to  the  home.  As  an  ex¬ 
ample,  scarcely  twenty  years  have 
pas.sed  since  the  hou.sewife’s  kitch¬ 
en  symbolized  long  and  tedious 
hours  of  work  in  an  unpleasant 
room.  Today,  there  are  attractive, 
modern  conveniences  of  every  de- 
•scription  available  to  make  her  job 
an  easier  one.  The  homeowners  of 
1950  are  as  proud  of  their  modern, 
well-equipped  kitchen  as  they  are 
of  any  otner  part  of  their  house 
and  well  they  may  be  for  it  is  as 
beautiful  as  it  is  functional. 

Neverthele.ss,  strange  as  it  may 
seem  in  this  era  of  progress  and 
automatic  equipment,  there  re¬ 
mains  a  neglected  and  antiquated 
room  in  almo.st  every  hou.se.  That 
forgotten  room  is  the  bathroom. 
Although  it  is  the  room  mo.st  in 
u.se,  the  bathroom  remains  a  clut¬ 
tered,  inconvenient  area  or  at  be.st 
a  room  of  much  wasted  space. 

One  of  the  problems  of  bathroom 
planning  is  that  of  incorporating 
convenient  storage  space  with  the 
nece.s.sary  utilities.  Another  is  that 


of  making  the  bathroom  a  place  of 
greater  usefulne.ss. 

Few  homes  can  be  planned  to  of¬ 
fer  the  woman  of  the  hou.se  a  .sep¬ 
arate  dressing  room  hence  she  most 
often  u.ses  the  bathroom  both  for 
dressing  and  applying  makeup.  The 
homeowner  him.self  mu.st  stand 
while  he  shaves  and  the  luxury  of 
being  able  to  sit  down  while  doing 
this  is  practically  unknown  to  most 
men. 

What  is  badly  needed  in  mo.st 
bathrooms  is  a  combination  lava¬ 
tory  and  dressing  or  vanity  table. 
Such  a  combination  allows  the 
homeowner  to  sit  while  shaving 
and  provides  storage  space  for  the 
woman’s  cosmetics  and  beauty 
aids  as  well  as  .serving  as  her  vani¬ 
ty  table. 


The  storage  space,  of  cour.se,  is 
not  restricted  to  cosmetics  alone  by 
any  means.  Such  a  combination, 
which  for  want  of  a  better  name 
may  be  called  a  “dres.satory,”  can 
also  be  u.sed  to  store  medicines, 
soaps,  various  toilet  articles,  tow¬ 
els,  and  soiled  clothing  (in  a  built- 
in  clothes  hamper). 

Thus  the  conventional  medicine 
cabinet  can  be  eliminated  and  a 
large  mirror  substituted  for  it. 
the  usual  clothes  hamper  can  al.so 
be  eliminated  if  the  dre.s.satory  is 
large  enough.  By  in.stalling  a  dre.s- 
satory  a  bathroom  can  be  stream¬ 
lined  and  made  to  look  more  spa¬ 
cious,  the  ugly  pipes  which  one 
usually  finds  under  the  sink  are 
concealed  while  at  the  .same  time 
{Contitnicd  on  Page  20) 


t*hotos  i  ourtvsy  Imperial  lircss  Atory. 


These  modern  styled  dressing  table- lavatory  combinations  are  finished  with  a  hard 
durable  plastic  of  the  Formica  type.  Ample  space  is  available  for  medicines,  toilet 
articles,  and  clothes  hamper. 


ing  Venetian  win¬ 
dows.  Note  jalousie 
door  installation  at 
the  right. 


Left;  Clear  glass 
louvers  are  used  in 
these  Venetian  win¬ 
dows.  Protection 
against  the  sun  is 
obtained  by  use  of 
Venetian  blinds  seen 
at  the  top  of  the 
windows. 


Left:  Ceiling  to  floor 
installation  of  Vene¬ 
tian  windows  seen 
from  the  inside  of  a 
home  shows  beauti¬ 
ful  effect  achieved 
by  use  of  this  type 
of  window. 


Photo  Credits  {top  to  hot 
tom):  H'imsulite  Co. 
Cleartnow  yenetian  H’in 
dow  Co.,  Protect-U  Jo 
tousie  Corp.,  Cleartirtt 
Venetian  H’indotv  Corp 


TnOR  many  years  jalousies  have 
been  a  very  popular  type  of 
window  in  the  warm  climate  areas 
of  the  country,  particularly  Flori¬ 
da.  Originally  made  of  wood,  they 
are  now  available  in  aluminum  or 
glass.  Venetian  windows,  as  glass 
jalousies  are  often  called,  are  now 
.so  well  engineered  and  so  well 
adapted  to  cold  as  well  as  warm 
climate  that  their  growing  popular¬ 
ity  in  all  parts  of  the  country  is 
not  surprising. 

Just  what  is  a  Venetian  window? 
Fundamentally  it  consists  of  a 
wood  or  metal  (usually  aluminum) 
frame  with  horizontal  glass  slats 
pivoted  at  each  end.  The  slats  or 
vanes  are  about  3"  wide  and  *4" 
(or  7/32")  thick  and  when  tightly 
closed  overlap  each  other  by  about 
•4".  They  can  be  turned  freely  by 
an  operating  handle  through  an 
arc  of  about  115°  to  125°  but  are 
not  raised  and  lowered  like  Vene¬ 
tian  blinds. 

Each  slat  is  secured  at  the  ends 
by  a  metal  bracket  (aluminum, 
stainless  .steel,  etc.),  and  held  firm¬ 
ly  inside  the  bracket  by  various  de¬ 
vices  including  stainless  steel 
springs.  The  operating  handle  is  so 
made  that  a  slight  push  or  twist 


Photo  courtesy  Liidmon  Corp. 


Above  Right:  Vene¬ 
tian  win(Ws  used  to 
brighten  a  corridor. 
Above  Left:  One 
type  of  installation 
used  in  old  construc¬ 
tion.  Left:  Picture 
window  with  flank- 
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BeautifuL  Practical,  And  Durable, 

These  Windows  Will  Delight  Your  Customers 
And  Give  You  Plenty  Of  Profit 


Windows 


will  lock  the  vanes  into  any  desired 
position. 

The  variety  of  glass  available  for 
the  vanes  makes  it  possible  to  adapt 
this  type  of  window  to  the  needs  of 
any  customer.  For  those  people 
who  want  plenty  of  light  and  air 
yet  desire  privacy,  dealers  can  fur¬ 
nish  obscure  or  translucent  gla.ss. 
Semi-privacy  can  be  assured  by 
using  obscure  vanes  in  the  lower 
and  clear  glass  in  the  upper  half 


Shown  above  is  the  installation  method 
used  for  glass  (or  aluminum)  jalousies. 


From  Data  Furnished  By 
Protect-U  Jalousie  Corp. 
Cleorview  Venetian  Window  Co. 
Winsulite  Mi?.  Co. 
Ludman  Corp. 


of  the  window  or,  if  a  tall  window 
is  desired  and  two  units  are  being 
u.sed,  the  same  principle  can  be 
applied. 

For  the  mo.st  part  customers  pre¬ 
fer  clear  (polished  plate)  gla.ss 
which  not  only  permits  ample  ven¬ 
tilation  and  light  but  perfect  visi¬ 
bility.  In  this  case  privacy  is 
achieved  in  the  usual  way  by  using 
Venetian  blinds.  In  modern  homes 
where  it  is  the  fashion  to  have  very 
large  or  multiple  windows  to  form 
gla.ss  walls,  the  sun’s  rays  which 
penetrate  the  clear  glass  may  make 
a  room  too  hot.  This  problem  is 
easily  solved  by  the  u.se  of  Solex  or 
heat  absorbing  glass  slats  which  do 
an  excellent  job  of  reducing  heat 
from  this  source.  The  heat  absorb¬ 
ing  glass  and  the  plate  glass  may 
be  obtained  in  clear  or  obscure 
forms. 

As  an  additional  protection 
again.st  the  sun’s  glare,  clear  glass 
slats  also  come  in  tints  w'hich  most 
manufacturers  are  glad  to  furnish. 


Photo  coMrtesy  Ludman  Corp. 


Screens  (shown  above)  or  storm  sash  are 
slipped  in  behind  Venetian  window. 


Venetian  windows  can  be  used 
in  any  and  all  the  rooms  of  a  house, 
whether  as  a  single  small  unit  with 
ob.scure  glass  for  a  bathroom  or  in 
multiple  units  to  form  a  complete 
gla.ss  wall.  They  can  be  placed  one 
above  the  other  to  reach  from  the 
ceiling  to  the  floor  or  joined  side  by 
side  with  180°,  mullions  to  extend 
from  wall  to  wall.  For  corner  win¬ 
dows  two  units  of  appropriate  size 
can  easily  be  connected  with  90° 
mullions.  Picture  windows  with 
flanking  glass  jalousies  are  a  fa¬ 
vored  combination  and  appeal  to 
many  cu.stomers. 

They  are  ideal  for  porch  enclo¬ 
sures  and  many  specialty  dealers 
will  find  them  especially  useful  for 
this  purpose.  Becau.se  of  their  wide 
range  of  sizes  and  variety  of  glass 
vanes  they  can  be  fitted  to  any  type 
of  open  porch  without  difficulty. 

Now,  why  do  cu.stomers  like 
them?  There  are  many  reasons. 
They  are  unusual  and  extremely 
beautiful  and  are  desirable  both  for 
old  and  new  construction.  They  can 
be  opened  to  within  90  per  cent  of 
the  frame  opening  and  therefore 
allow  for  maximum  ventilation. 

By  turning  the  glass  louvers 
down  it  is  possible  to  secure  plenty 
(Continued  on  Page  31) 
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BUILDING  SPECIALTIES 


Keep  In  Touch  With  Your  Customers! 


Charles  F.  Kiitsch’s  new  cinderblock  building  on  the  outskirts  of  Pittsfield,  Mass. 


Mass,  dealer  relies  on 
close  contact  with  build¬ 
ers  for  new  construction 
business  but  gets  all  his 
replacement  orders  from 
display  and  classified  ads 


CHARLES  F.  KLITSCH,  JR.. 

ha.s  sold  and  installed  most  of 
the  overhead  jjarage  doors  in  Berk¬ 
shire  County,  Mass.,  for  many 
years  and  his  reputation  for  good 
.service  and  quality  in.stallations  is 
.so  solidly  e.stablished  by  now  that 
he  has  hardly  any  competition  in 
his  di.strict.  Klit.sch  has  kept  the 
garage  door  business  in  his  area 
c*oming  his  way  by  following  a  pol¬ 
icy  of  regular  and  persistent  adver¬ 
tising  in  local  papers,  keeping  up 
constant  contact  with  builders,  ren¬ 
dering  quick  and  reliable  service, 
and  guaranteeing  cu.stomers  only 
the  best  workmanship  and  care  in 
installation.s. 

Newspaper  Advertising 

New’spaper  advertising,  in 
Klitsch’s  opinion,  is  really  worth¬ 
while.  Practically  all  his  replace¬ 
ment  business  in  garage  doors  re¬ 
sults  from  responses  by  home  own¬ 
ers  to  his  daily  classified  ad  in  the 
Berkshire  Evening  Eagle.  In  addi¬ 
tion  to  classified  ads  he  runs  a 
small  display  ad  every  week,  either 
one  or  two  columns  wide  by  three 
inches  high.  The  display  ads  are 
alternated  weekly  between  garage 
doors  and  Modernfold  doors,  the 
latter  being  a  plastic  covered  fold¬ 
ing  interior  partition  for  residen¬ 


ces  and  commercial  e.stablishments. 
Between  10  and  15  per  cent  of  his 
business  results  from  leads  ob¬ 
tained  through  newspaper  ads. 

Excellent  results  have  also  been 
obtained  from  an  adverti.sement  in 
the  clas.sified  telephone  directory 
that  covers  his  .sales  di.strict. 
Klit.sch  has  found  the  classified  tele¬ 
phone  directory  ad  an  invaluable 
.source  of  new  busine.ss. 

Ad  On  Truck 

A  considerable  number  of  cu.s- 
tomers  get  in  touch  with  him  after 
seeing  the  ad  painted  on  his  two 
trucks.  Since  the.se  two  trucks  cover 
a  very  wide  area  and  go  through 
many  towns,  they  constitute  a  trav¬ 
eling  advertisement  .seen  by  a  large 
number  of  potential  cu.stomers. 

Mo.st  of  Klitsch’s  busine.ss  con¬ 
sists  in  supplying  overhead  doors 
for  new  residences.  Builders  are 
therefore  his  main  customers  and 
he  makes  every  effort  to  keep  in 
con.stant  touch  with  them  and  find 
out  w'hen  and  where  they  are  put¬ 
ting  up  new  houses.  He  makes  ex¬ 
tensive  u.se  of  building  reports  to 
keep  track  of  new  con.struction  in 
his  rather  extensive  territory  and 
shares  the  cost  of  the.se  reports 
w'ith  the  Overhead  Door  Co.,  which 
supplies  him  with  the  garage  door 
he  .sells. 


Because  of  the  tendency  of  mod¬ 
ern  architects  to  make  use  of  mov¬ 
able  partitions,  Klit.sch  al.so  gets 
many  leads  for  his  Modernfold 
door  .sales  from  the  construction 
report  .service  to  which  he  sub- 
cribes.  However,  display  ads  al.so 
provide  u.seful  leads  for  this  type 
of  door. 

All  the  three  mechanics  on 
KliLsch’s  staff  have  been  tiMined  to 
keep  a  sharp  eye  open  for  any  new 
con.struction  as  they  travel  about 
in  the  company  trucks.  Klitsch  per- 
.sonally  follow’s  up  any  information 
about  new  con.struction  brought  in 
bi’  his  mechanics. 

Quick  Service 

His  quick  repair  service  has  been 
a  great  aid  in  increasing  his  busi¬ 
ness,  Klit.sch  feels,  because  custom¬ 
ers  prefer  to  buy  from  a  dealer  on 
w'hom  they  can  rely  for  emergency 
repairs.  Actually,  garage  doors  sel¬ 
dom  break  down,  but  during  a  hard 
winter  a  considerable  number  are 
damaged  by  cars  .skidding  into 
them.  Since  tools  and  much  valu¬ 
able  household  equipment  are  often 
stored  in  garages,  most  people  wor¬ 
ry  when  garage  doors  do  not  oper¬ 
ate  properly.  His  rapid  repair  serv¬ 
ice  is  much  appreciated  when  it  is 
(Contitnied  mi  Page  28) 
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Direct  Mail 


Post  Office  can  help  you  weed  out  all 
the  incorrect  addresses  on  your  lists — 
here's  how  to  do  it  and  save  money 


(This  is  the  fifth  and  concluding 
article  of  a  series.) 

Direct  mail  advertisers  in 
the  United  States  waste  many 
dollars  every  year  because  they  use 
obsolete  mailing  lists  and  fail  to  use 
return  address  envelopes,  according 
to  the  superintendent  of  the  divi¬ 
sion  of  dead  letters  of  the  Post  Of¬ 
fice  Department  at  Washington. 
During  one  year  the  dead  letter  di¬ 
vision  received  6,450,164  letters 
containing  advertising  material! 
This  total  included  only  advertising 
matter  mailed  under  first-class 
postage.  There  is  no  record  of  the 
vast  sums  wasted  in  third-cla.ss 
mailing  due  to  dead-wood  in  mail¬ 
ing  lists. 

Many  concerns  spend  large  sums 
of  money  on  the  production  of  ad¬ 
vertising  matter,  but  begrudge  the 
money  necessary  for  the  proper 
maintenance  of  their  li.sts,  which  in 
the  final  analysis  are  the  lifeblood 
of  their  direct  advertising.  The  fal- 
la».y  of  economizing  on  this  branch 


of  .sales  promotional  work  and  then 
spending,  on  printed  matter,  labor 
and  postage,  .several  times  the 
amount  of  money  required  to  keep 
the  lists  alive  and  up-to-date,  is  so 
obvious  as  to  cau.se  amazement  at 
the  frequency  with  which  it  occurs. 
One  of  the  most  successful  users  of 
Direct  Mail  Advertising  .says,  “The 
mailer  who  pays  as  much  attention 
to  his  lists  as  he  does  to  advertising 
production  is  usually  getting  the 
business  that  his  competitor  is  won¬ 
dering  how  to  capture.” 


courti-fx  Adiircssttiiraph  M ultturoph  C  t'. 

Moke  sure  that  your  direct  mail  ad¬ 
vertising  is  reaching  your  prospects. 


It  is  not  enough  to  use  great  care 
in  the  selection  of  names  and  in  the 
building  of  the  mailing  li.st.  Con¬ 
tinual  vigilance  mu.st  be  exercised. 
Individuals  move  with  surprising 
frequency.  Your  cu.stomer  or  pro.s- 
pect  may  have  been  located  at  129 
Main  Street  a  year  ago,  but  today 
his  addre.ss  is  456  Broad  Avenue. 
Or  he  may  have  gone  to  another 
city. 

A  man  who  is  a  live  prospect  to¬ 
day  may,  for  any  of  a  dozen  or  more 
rea.sons,  become  a  liability  instead 
of  an  a.s.set  on  your  list  within  the 
next  few  months.  Names  now  on 
your  proHixct  list  may  belong  on 
your  customer  li.st.  New  logical 
prospects  may  now  be  in  your  ter¬ 
ritory  who  were  not  there  when 
your  list  was  prepared. 

An  average  li.st  of  retailers  will 
undergo  a  fifteen  per  cent  change 
in  a  year.  Manufacturers  and 
wholesalers  will  show  ten  per  cent 
of  changes.  Certain  occupations 
will  show  as  high  as  sixty  per  cent 
(Coutiuiied  oil  Page  24) 


BUILDING  SPECIALTIES 


Photos  courtesy  Jones  &  Brown,  Inc. 

Tile  is  pressed  firmly  into 
the  mastic  by  the  mechanic. 


Feature  stripes  have 
contrasting  colors. 


Measuring  the  wall  so  that  a 
base  line  may  be  drawn. 


White  mastic  is  applied  to 
the  wall  with  toothed  trowel. 


Simple  Method  Makes  Plastic 


Attroctive  Results  Can  Be  Achieved  If 
Mechanic  Is  Well-Trained  And  Equipped 
With  The  Proper  Tools  for  The  Job 


the  room,  with  a  caulking  com¬ 
pound  to  give  the  back  of  the  in¬ 
side  corner  tiles  .some  solidity. 

To  get  ready  for  the  job,  a  con¬ 
tinuous  level  line  should  be  drawn 
around  the  room,  a  short  distance 
above  floor  level.  Because  there  is 
always  a  margin  for  error  in  the 
uniformity  of  a  floor,  it  is  be.st  to 
work  your  level  point  from  a  wain¬ 
scot  line  (the  wooden  moulding  on 
the  center  of  the  wall). 

After  measuring  a  distance  of 
the  total  height  of  the  tiles  to  the 
w’ain.scot,  less  one  tile,  you  make  a 
chalk  mark  around  the  room  from 
the  measured  point.  This  is  the  line 
which  marks  the  bottom  edge  of  the 
first  row'  to  be  in.stalled.  Where  a 
cove  base  is  to  be  used,  you  can 
measure  up  from  the  floor  to  the 
top  of  where  the  cove  base  will  hit. 
Draw'  the  line  from  that  point  and 
start  applying  the  tile. 


From  Dcrta  Furnished  By 
Jones  cmd  Brown,  Inc. 
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Tile  cutter  trims  the 
plastic  tile  accurately. 


Coping  saw  cuts  tile 
for  fixture  openings. 


Notched  tile  being  fitted 
around  an  electric  outlet. 


Photos  courtesy  Jones  &  Hnrrvn,  Inc. 

After  all  tile  is  in  place,  cove 
base  is  cemented  to  the  wall. 


Tile  Application  Easy 


Lest  we  forget,  before  a  tile  can 
be  applied,  there  is  the  necessity 
of  applying  a  specially  prepared 
ma.stic  (cement)  to  the  wall.  First, 
you  place  the  mastic  on  the  .section 
of  the  w'all  on  which  you  are  work¬ 
ing  in  vertical  patterns,  then  you 
take  the  trowel,  wipe  it  clean  of  all 
ma.stic  and  work  it  diagonally  over 
the  vei’tical  application.  This  is 
done  for  two  rea.sons.  .  .  .  one,  to 
eliminate  exce.ssive  mastic  and, 
two,  to  ascertain  that  the  tile,  when 
placed  into  position,  will  be  touched 
completely  by  the  mastic.  If  you 
should  try  to  place  the  tile  on  the 
vertical  pattern,  it  is  po.ssible  that 
its  edges  will  fall  into  the  grooves. 

F'irst  Course 

Now  you’re  ready  for  the  plac¬ 
ing  of  the  first  cour.se.  You  can 
work  from  right  to  left  or  left  to 
right.  The  important  thing  with 
which  to  concern  yourself  is  to 
watch  your  leveling  line.  After  the 
first  cour.se  is  applied,  the  align¬ 
ment  for  the  rest  of  the  wall  is 
made. 

Still  another  important  consider¬ 
ation  must  be  given  in  the  applica¬ 


tion  of  the  tile  onto  the  mastic.  You 
mu.st  make  sure  that  the  tile  is  not 
“floating”  on  too  much  mastic; 
each  tile  mu.st  be  pressed  firmly 
again.st  the  wall. 

Grouting 

Tiles  may  be  either  butted  to¬ 
gether  or  set  with  a  small  separa¬ 
tion  between  each  tile,  except  when 
applying  interlocking  tile,  which 
lock  together.  In  butting  tiles,  place 
each  in  position  before  pre.ssing  in. 

For  grouted  joints  (except  inter¬ 
locking  tile  which  need  no  grout¬ 
ing),  place  tile  about  1  6  of  an  inch 
apart,  slide  slightly  to  push  a  small 
amount  of  adhesive  into  the  joint. 
After  tile  has  .set  for  about  six 
hours,  wipe  each  joint  with  a  round 
wooden  stick  that  has  been  sharp¬ 
ened  like  a  pencil  to  give  a  flat 
point  about  1/32  of  an  inch  in  di¬ 
ameter.  Clean  this  peg  as  work  pro- 
gres.ses. 

No  grouting  is  neces.sary  with 
interlocking  tile,  since  the  tight 
seal  eliminates  grout  joints.  Manu¬ 
facturers  supply  special  cleaning 
fluids  to  remove  excess  adhesive  in 


final  clean-up.  U.se  of  firm,  even 
pressure  and  a  minimum  of  sliding 
is  suggested  when  placing  tile. 
With  interloeking  tile,  if  hands  are/ 
kept  clean  in  application,  little  / 
clean-up  is  necessary.  1 

Plastic  tiles  have  a  comparatively  ; 
low  critical  temperature  in  relation  i 
to  materials  like  metal.  Most  pres- 1 
ent-day  plastic  tiles  are  made  of  > 
lightweight,  durable  Poly-Styrene,  > 
who.se  critical  temperature  range  is  ( 
190^  to  205’  F.  Installation  is  not 
recommended  in  any  area  which 
will  exceed  this  temperature. 

Asbestos  U.sed 

Practically  all  ovens  are  insu¬ 
lated,  but  some  few  are  not.  In  the 
latter  in.stance,  fasten  a  .sheet  of 
asbestos  to  the  back  of  oven,  leav¬ 
ing  >1.  inch  clearance.  This  will  be 
out  of  sight  with  .stove  in  position 
and  will  effectively  break  up  heat 
radiation.  Do  the  .same  with  steam 
radiators. 

Try  to  have  all  .steam  and  hot 
water  registers  equipped  with  radi¬ 
ator  covers.  On  hot  air  registers 
(Continued  on  Page  32) 
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Extend  Your  Selling  Season 
With  METAL  AWNINGS 


Cut  Down  Your  Indirect  Costs 
With  a  Product  That  Gives  You 
Two  More  Peak  Sales  Periods 


By  adding  metal  awnings  and  canopies 
to  your  line  of  products  you  can  ex¬ 
tend  your  selling  season  by  40%. 


.4t  the  Nersica  Convention  held 
early  this  year  at  Atlantic  City, 
J.  E.  Orchard,  president  of  Or¬ 
chard  Bros.,  Inc.,  made  a  speech 
of  great  interest  to^  all  building 
specialty  dealers.  Some  of  Mr. 
Orchard’s  comments  are  repro¬ 
duced  below.  Thanks  are  due  Mr. 
C.  E,  Nichols  of  Nersica  for  per¬ 
mission  to  use  stenographic  notes 
of  the  speech. 

WHAT  are  the  elements  of  a 
profit?  Let’s  just  examine 
them  briefly.  You  know  that  in  or¬ 
der  to  make  a  profit  you  have  to 
have  a  certain  volume  of  sales. 
That’s  for  sure.  And  from  that  vol¬ 
ume  of  sales,  you  have  to  subtract 
certain  direct  costs,  and  then  you 
have  to  subtract  indirect  co.sts,  and 
what  is  left  over  is  profit. 

Of  course,  that  over-simplifies  it 
but  when  you  come  right  down  to 
it,  actually  that  is  all  profits  are — 
subtracting  of  direct  co.st.s,  plus  in¬ 
direct  co.sts  from  the  volume  of 
sales.  So  the  fir.st  thing  to  examine 
is  the  sales.  Let’s  examine  .sales  in 
a  slightly  different  way  than  per¬ 
haps  you  have  ever  thought  of  it 
before.  Let’s  tie  .sales  in  to  indirect 
co.sts. 


Now  if  we  have  a  busine.ss  that 
has  a  good  six  months  selling 
period ;  in  other  word.s,  if  the  busi¬ 
ne.ss  which  we  are  conducting  has 
a  six-months  peak — if  we  can  say, 
as  you  can  with  insulation  or  with 
.storm  windows  or  with  roofing 
and  siding,  that  certain  months 
are  the  heavy  months,  then  we  have 
a  problem,  as  busine.ss  men,  to  do 
something  about  the  other  six 
months,  becau.se  our  rents,  our 
overheads,  our  clerical  .salaries,  our 
officers’  .salaries,  all  of  our  indirect 
co.sts  are  going  to  apply  all  during 
tho.se  other  six  months. 

Overhead  ('ost 

Sure,  insulation  —  sure,  .storm 
window.s — sure,  roofing  and  siding 
will  .sell  the  year  ’round,  but  they 
have  certain  peak  periods.  During 
tho.se  peak  periods,  your  overhead 
co.st — your  indirect  co.sts — are  less, 
percentagewi.se,  the  sales  that  you 
make.  During  the  slower  periods 
they  are  greater. 

So,  therefore,  if  we  could  find 
somethhig  thav  would  extend  our 
peak,  if  w’e  could  find  .something 
that  would  extend  this  greater  de¬ 
gree  of  increa.sed  .selling,  we  would. 


increase  our  profits  because  we 
would,  in  effect,  be  reducing  the  in¬ 
direct  co.sts. 

Now,  believe  it  or  not,  thas  is 
not  too  much  of  an  ovei -simplifica¬ 
tion  of  the  problems  of  all  of  u> 
becau.se  if  you  take  the  picture  in- 
.sofar  as  roofing  and  siding  is  con¬ 
cerned — if  I  should  ask  you,  what 
are  your  best  selling  months — you 
would  probably  say,  “We  have  a 
good  spring  .season  in  April,  May 
and  June,  and  then  depending  upon 
the  weather  we  usually  have  a 
good  fall  season  in  late  September 
and  October  and  November.’’ 

Of  cour.se,  the  weather  has  a  lot 
to  do  with  the  months  that  are  the 
be.st  months.  Those  of  you  who 
handle  insulation  would  tell  me  that 
April,  May  and  June  were  your 
best  .selling  months,  and  you  would 
also  add  to  that  September,  Octo¬ 
ber,  November,  and  the  fir.st  part 
of  December.  And  the  .storm  win¬ 
dow  people  would  say  exactly  the 
same  thing  as  the  insulation  people. 
There  actually  is  a  considerable  de¬ 
gree  of  overlap  in  .vour  peak  selling 
.season. 

What  do  .vou  do  during  the  other 
(Continued  on  Page  35) 
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Ideas  <—  Products  ^  Methods 


New  Clamp  Frame 
For  Kitchen  Sinks 

The  Ardee  clamp  down  type 
frame  solves  once  and  for  all  the 
problem  of  making  a  positive 
watertight  sink  frame  installation 
and  eliminates  careful  scribing  rab¬ 
beting.  etc.  The  clamp  down  prin¬ 
ciple  used  by  cabinet  makers  for 
bonding  fine  veneers  has  been  en¬ 
gineered  into  the  Ardee  frame  so 
that  the  covering  material,  plywood 
counter  top  and  frame  are  perma¬ 
nently  held  together  by  a  series  of 
small  clamps  attached  under  the 
sink  bowl  rim. 


No  means  of  attachment  is  vis¬ 
ible,  yet  once  installed,  the  lustrous 
highly  polished  Ardee  frame  is  per¬ 
manently  held  in  position.  Avail¬ 
able  with  notched  corners  for 
square  cornered  sinks  and  with  spe¬ 
cial  lugs  for  application  on  vitre¬ 
ous  china,  as  well  as  porcelain 
bowls.  Made  by  R.  D.  VV'erner  Co. 
♦  ^  ♦ 

White  Cedar  Fences 

Made  of  high-grade  white  ce¬ 
dar,  these  fences  require  no  nailing 
or  painting.  Sections  are  merely 
slipped  into  morti.sed  posts,  thus 
making  installation  ea.sy.  The  wood 
turns  a  beautiful  silver  gray  with 
age. 


Available  in  many  styles,  includ¬ 
ing  split  picket,  rail,  ranch,  and 
stockade  types.  Gates  are  furnished 
also  if  demanded.  The  fences  come 
in  7-foot  sections  and  have  peeled 
pickets  and  tapered  tops  with 
matching  stringers.  Made  by  Mc- 
Gillis  &  Gibbs  Co. 

*  * 

Basement  Combination 

A  redesigned  ba.sement  window 
is  being  offered  “in  a  package’’  by 
Detroit  Steel  Products  Co.  It  is 
reported  to  be  the  fir.st  “packaged” 
ba.sement  window  in  the  metal  win¬ 
dow  indu.stry  and  includes  the  win¬ 
dow,  full  glaze,  .screen  and  a  storm 
.sash  in.sert  with  .screws  and  clips 
for  in.stalling. 

Through  an  ingeniously  engi¬ 
neered  method,  it  takes  only  60  sec¬ 
onds  to  attach  the  .screen.  The 
.storm  sash  can  be  attached  as 
quickly.  Packaging  makes  the  prod¬ 
uct  easy  to  handle  and  eliminates 
handling  and  loss  of  parts.  Field 
glazing  is  done  away  with. 

The  window  has  complete  double 
contact  weathering  and  is  com¬ 
pletely  machined  for  .screens  and 
vertical  mullions.  The  ba.sement 
window  has  an  open-in  vent  which 
easily  opens  from  the  top;  locking 
device  is  positive  and  trouble-free. 
The  new  unit  will  al.so  be  available 
unglazed  and  unpackaged. 

*  *  « 

Ornamental  Scrolls  for 
Screen  and  Storm  Doors 

Beautiful  ornamental  scrolls  for 
use  on  screen  or  storm  doors  can  be 
obtained  from  Beaux  Art  Crafts. 


The.se  scrolls  are  made  from  cast 
aluminum — finished  either  baked- 
on  white  enamel  or  .semi-polished 
aluminum  finish  for  all-aluminum 
d<M)r.s.  They  are  packed  in  sets, 
complete  with  mounting  .screws, 
ready  for  in.stallation. 


The  current  line  features  eight 
designs,  any  of  which  will  add 
charm  and  di.stinction  to  the  door¬ 
way  of  mansion  or  cottage.  Scroll- 
etts  are  applied  in  many  other 
ways,  such  as  built-in  book  cases, 
w’hat-nots,  between  kitchen  cabi¬ 
nets  forming  arches,  window'  trims, 
etc.  Retail  prices  range  from  $6.50 
to  $14  per  set. 

*  *  * 

Sliding  Door  Hardware 

A  complete  line  of  sliding  door 
hardw'are  for  hanging  single  or 
multiple  interior  re.sidential  doors 
with  or  without  pockets  has  ju.st 
been  announced  by  Stanley  Works. 
Hangers  come  in  three  styles.  One 
is  for  hanging  light  weight  ply¬ 
wood  doors;  another  is  for  doors 
(Contbmed  on  Page  ,30) 
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Aluminum 

(Continued  from  Page  7) 

ces  the  aluminum  situation  may  be 
outlined  as  follows: 

If  the  Korean  war  and  our  rela¬ 
tions  with  Russia  do  not  worsen, 
the  requirements  of  the  military 
will  probably  remain  at  the  figure 
set  by  Secretary  of  Defense  Louis 
Johnson  which  is  200  million  ! 
pounds  for  the  coming  year.  This  j 
is  approximately  14  per  cent  of  the  i 
total  yearly  production  but  only  10  j 
per  cent  more  than  the  military  j 
used  to  get  before  the  Korean  inci¬ 
dent  which  was  then  4  per  cent. 

Civilian  Demand 

Even  before  the  Korean  war, 
civilian  demand  for  aluminum  was 
-so  great  that  suppliers  had  difficul¬ 
ty  .satisfying  all  customers.  The 
military  requirements  w’ill  there¬ 
fore  result  in  .some  reduction  to  j 
civilian  users. 

Reynolds  has  tentatively  .set 
aside  20  per  cent  of  its  production 
for  the  military.  Just  how  much 
Kai.ser  and  Alcoa  plan  to  allot  to 
the  armed  forces  has  not  been  re¬ 
vealed. 

The  general  plan  of  the  alumi¬ 
num  companies  is  to  allocate  sup¬ 
plies  to  their  customers  on  the  ba¬ 
sis  of  their  previous  purchases.  At 
pre.sent,  the  companies  themselves 
do  not  know  how  much  of  a  cut 
civilian  users  of  aluminum  will 
have  to  take. 

All  this  is  the  dark  side  of  the 
picture  but  there  is  a  bright  side 
also. 

Bright  Side 

Fir.st  —  Military  requirements 
may  very  well  level  off.  Even  if  they 
do  not  the  amount  required  for 
armament  will  not  create  a  short-  , 
age  of  sufficient  .severity  to  serious¬ 
ly  harm  mo.st  manufacturers  of 
aluminum  products.  (See  telegram  I 
by  David  P.  Reynolds  on  Page  7). 

Second — The  increased  produc- 
tion  announced  by  the  Big  Three  i 
(Continued  on  Page  22)  j 


Turn  Porches  and 
Breezeways  into 
extra  rooms 

with  the 

Gate  City 
Awning  Window 


•  Growing  families  need  extra  rooms. 
Every  family  wants  a  summer  retreat 
from  the  heat.  You  can  supply  both 
needs  wherever  there's  an  open  porch 
or  a  breezeway — IF  you  sell  the  revo¬ 
lutionary  new  Gate  City  Awning 
Window — the  only  really  new  win¬ 
dow  in  centuries. 

Gate  City  enclosures  take  you  out  of 
price  competition  .  .  .  help  you  close 
sales  you  otherwise  might  lose.  You 
keep  your  men  busier  . . .  make  greater 
profits  on  the  units  and  the  labor. 

This  window  has  what  it  takes  to 
make  sales  —  year-round  controlled 
ventilation;  refreshing  air  circulation; 
protection  against  intrusion;  indoor 
screens  and  storm  sash;  protection 
against  rain;  economical  maintenance; 
architectural  beauty;  easy  worm-and- 
gear  operation. 


Quick  facts  about  the 
Gate  City  Awning  Window 

*  Toxic-crcated  for  permanence  and 
protection  against  rot,  fungus, 
termites. 

*  H  standard  sizes.  additional 
sizes  on  order. 

*  All  hardware  factory-installed 
and  tested. 

*  Attractively  designed  nickel  plated 
brass  crank  and  escutcheon. 

*  Hardware  exposed  for  accessi¬ 
bility. 

*  Winterized  with  storm  sash  or 
(when  specified)  double  glazing. 

No  condensation  problems. 

*  Vertical  weatherstrippitig  fur¬ 
nished.  Horizontal  weatherstrip- 
ping  easily  job  installed. 


Every  unit  precision-fabricated.  Glass 
and  hardware  in  place.  You  do  not 
stock  parts  or  make  up  the  units. 
Strategically  located  distributors.  Full 
size  Lumite  screen  with  every  window. 
Make  extra  profits  by  selling  indoor 
storm  sash  to  replace  the  screens. 

Write  today  for  full  information. 
Gate  City  Sash  &  Door  Co.,  Dept. 
BS-9,  Fort  Lauderdale,  Florida. 


Gate  City 

Toxic-Treated 

Wood 

AWNING  WINDOWS 


Tested  and  proved  through  10  years  of  service  from  coast  to  coast. 
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BUILDING  SPECIALTIES 


Lavatory-Vanity 

(Continued  from  Page  9) 

ample  storage  space  has  been  pro¬ 
vided,  the  wife  has  a  lovely  vanity 
table  and  the  husband  can  sit  down 
and  shave  if  he  is  so  inclined. 

The  idea  of  the  lavatory  com¬ 
bined  with  the  dressing  or  vanity 
table  is  not  new.  Several  firms  have 
come  out  with  various  types  and 
styles.  The  trouble  with  these  prod¬ 
ucts  was  that  they  had  to  be  built 
to  order  with  the  result  that  the 
low  prices  that  result  from  mass 
production  were  not  possible  and 
the  public  found  them  too  expen¬ 
sive.  Other  manufacturers  tried  to 
make  the.se  combinations  in  a  lim¬ 
ited  number  of  stock  sizes  but  in 
most  cases  these  sizes  just  did  not 
fit  the  customer’s  bathroom. 

The  answer  to  the  problem,  in 
our  experience,  was  “modular  con- 
.struction.”  In  other  words,  by 
working  with  a  variety  of  cabinet 
types,  each  available  in  a  number 
of  sizes,  it  is  a  simple  matter  to 
assemble  just  the  dressatory  need¬ 


ed  for  any  bathroom  large  or  small. 
Custom  results  are  then  possible 
with  stock  production  cabinets  at 
moderate  prices  within  the  means 
of  every  homeowner.  Kitchen  cabi¬ 
net  manufacturers  have  success¬ 
fully  followed  this  principle  with 
the  result  that  the  average  dealer 
can  give  his  customers  a  beautiful 
custom  kitchen  fitted  exactly  to  the 
space  in  a  particular  room  yet  us¬ 
ing  only  .standard  size  stock  cabi¬ 
nets. 

Plastic  Finish 

While  the  production  problem 
was  .solved  by  modular  con.struc- 
tion,  another  question  that  re¬ 
mained  to  be  answered  was  what 
type  of  finish  would  be  acceptable 
to  the  public.  With  the  exception 
of  the  upper  parts  of  the  walls, 
practically  everything  in  a  bath¬ 
room  is  made  of  porcelain  or  tile. 
Painted  wood  or  metal  does  not 
harmonize  with  these  materials 
and  experience  has  shown  that  the 
public  does  not  accept  them  readily. 

The  most  attractive  and  perma¬ 


nent  finish  which  the  public  likes 
is  a  laminated  plastic  sheet  of  the 
Formica  type.  This  is  a  logical 
choice  not  only  becau.se  it  will  re- 
si.st  cigaret  burns  and  the  alcohol 
and  other  solvents  found  in  toilet 
preparations  but  it  is  available  in 
a  wide  variety  of  decorator  colors 
such  as  are  favored  in  modern  bath¬ 
rooms. 

For  the  specialty  dealer  the 
“dres.satory”  offers  a  new  profit 
opportunity  without  the  problem 
of  big  inventories.  After  measur¬ 
ing  the  available  space  in  the  cu.s- 
tomer’s  bathroom,  the  dealer  need 
only  consult  his  catalog  and  plan¬ 
ning  booklet  to  know  what  .size 
cabinets  and  top  are  required.  A 
.standard  sized  sink  bowl  is  ordered 
along  with  the  top. 

The  dressatory  arrives  complete¬ 
ly  as.sembled  and  all  that  remains 
to  be  done  is  to  set  it  in  place  and 
have  the  plumbing  connected. 

Yes,  there  is  profit  in  the  bath¬ 
room  and  the  alert  dealer  will  not 
neglect  this  attractive  opportunity. 


Make  up  to  200%  with 


BARNHART  STORM  SASH  FOR 
STEEL  OR  ALUMINUM  CASEMENTS 


,d\ate  Uei.v 
A\l  Sizes 


•  Fabricated  stock  sizes  available  for  im¬ 
mediate  delivery,  or  long  length  sections 
supplied  so  you  con  moke  your  own  fixed 
storm  panels  in  10  minutes  at  profits  up 
to  200%. 

•  The  only  storm  sash  approved  by  the 
steel  casement  window  manufacturers. 

•  Customers'  steel  casement  windows  oil 
ready  to  receive  them,  without  disturbing 


fyyVaWe  Your  Own  » 
aO  Minutes  Time 


drapes,  shades  or  blinds.  (You  use  the  some 
screen  holes  for  attaching  storm  panels.) 

•  Fit  ALL  stock  steel  casements,  either  lever, 
roto,  or  simplex  type  hardware. 

•  Aluminum  storm  panels  for  aluminum 
casements. 

•  Stock  metal  and  aluminum  screens  also 
available  for  all  makes  of  metal  windows. 


FHE  A.  W.  BARNHART  CO.,  139  Highland  St.,  Port  Chastar,  N.  Y. 

Gentlemen; 

Please  send  me  additional  information  concerning  Barnhart  steel  casement  storm  sash 
and  metal  screens,  without  obligation. 


September,  1950 
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B.  S.  REPORTER . . . 


Strand  Door  Sales  Up 
20  Per  Cent  Over  1949 

Sales  of  Strand  all-steel  garage 
doors  for  the  first  seven,  months  of 
1950  exceeded  the  same  period  of 
1949  by  20  per  cent,  it  is  reported 
by  Bob  Kiikman,  manager  of  the 
Strand  Garage  Door  Division  of  De¬ 
troit  Steel  Products  Company.  De¬ 
troit  11,  Michigan.  Orders  on  hand 
August  l.st,  1950,  were  double 
those  of  the  same  date  in  1949. 

Since  the  large.st  share  of  the 
year’s  sales  of  garage  doors  are 
normally  made  in  the  last  half  of 
the  year,  a  big  fall  and  winter  sale 
of  Strand  garage  doors  is  antici¬ 
pated. 

*  «  * 

5  Million  Homes  Built 
In  The  Past  5  Years 

Observance  of  National  Home 
Week  will  focus  attention  on  the 
fact  that  the  nation’s  home  builders 
and  materials  supply  dealers  have 
done  an  amazing  job  of  housing 
production  in  turning  out  5,000,000 
new  homes  in  the  last  five  years, 
James  M.  Ashley,  president  of  the 
Producers’  Council,  national  organ¬ 
ization  of  building  products  manu¬ 
facturers,  stated  recently. 

“The  job  w'hich  has  been  done  is 
all  the  more  impressive  in  that 
those  who  have  built  the  new 
homes  and  supplied  the  materials 
for  them  have  succeeded  in  pro¬ 
viding  dwellings  for  families  in  all 
income  cla.s,ses  during  a  period  of 
national  inflation,”  Mr.  Ashley  said. 

“Although  the  outbreak  of  hos¬ 
tilities  in  Korea  will  hold  housing 
production  this  year  down  below 
the  record  which  otherwise  would 


have  been  set,  1950  nevertheless 
will  stand  as  the  greatest  year  of 
housing  production  in  this  or  any 
other  country,”  said  Mr.  Ashley. 

Mammoth  New  Extrusion  Press 
Installed  by  Trimedge 

Pictured  here  is  the  new  1,250- 
ton  hydraulic  extrusion  press  re¬ 
cently  in.stalled  by  Trimedge,  Inc., 
Young.stown,  Ohio.  This  press  is 
capable  of  developing  2,500,000 
pounds  and  is  to  be  used  in  the  fab¬ 
rication  of  aluminum  decorative 
mouldings  and  other  aluminum  ex¬ 
truded  shapes.  This  is  the  third 
extrusion  pre.ss  installed  and  in  op¬ 
eration  by  Trimedge,  Inc. 

This  company  is  one  of  the  larg¬ 
e.st  manufacturer  of  aluminum  dec¬ 
orative  mouldings  in  the  country — 
their  products  are  di.stributed  by  a 
nation  wide  net  work  of  distribu¬ 
tors.  Trimedge,  Inc.,  was  estab¬ 
lished  in  1938  by  Marvin  H.  Itts. 
Wm.  L.  Bonnell  has  been  associated 
with  Trimedge,  Inc.,  since  1945  as 
general  manager. 


Pictured  left  to  right  are  Paul 
Hor.sch,  comptroller;  Marvin  H. 
Itts,  president;  Wm.  L.  Bonnell, 
vice  president  and  general  man¬ 
ager,  and  Carroll  T.  Lutz,  assistant 
general  manager. 


Hennessy,  Barry  Join 
Universal  Window  Company 

John  J.  Donovan,  Jr.,  president 
of  Universal  Window  Company, 
has  announced  the  appointment  of 
H.  L.  Hennes.sy  as  sales  manager 
and  J.  J.  Barry  as  plant  production 
manager.  Both  men  will  make 
their  headquarters  at  the  firm’s 
main  office  and  plant  in  Berkeley, 
California. 

*  «  « 

R.  A.  Dier  Appointed 
By  Rudiger  Lang  Corp. 

Mr.  H.  J.  Rudiger  announces  the 
appointment  of  Robert  A.  Dier  as 
.sales  promotion  manager  for  Rud- 
iger-Lang  Co.  The  firm  manufac¬ 
tures  TENSION-tite  frameless 
window  screens,  Roll-Away  screens 
and  R-L  metal  frame  .screens  at 
plants  located  in  Berkeley,  Calif., 
and  Toccoa,  Ga.  Mr.  Dier  will  con¬ 
tinue  to  make  his  headquarters  at 
the  Los  Angeles  office  of  Rudiger- 
Lang  Co. 

*  *  * 

A.  R.  Mendenhall  Appointed 
By  Steelcraft  Mfg.  Co. 

Announcement  has  just  been 
made  by  A1  Levinson,  President  of 
The  Steelcraft  Manufacturing  Co. 
that  veteran  steel  man  Alan  R. 
Mendenhall  has  been  appointed 
Sales  Manager  of  the  Steel  Build¬ 
ing  Division  of  Steelcraft.  Nat  L. 
Lehman  will  continue  as  Sales 
Manager  of  the  Building  Products 
Division. 

Mr.  Mendenhall  was  formally 
as.sociated  with  the  Geo.  L.  Mesker 
Co.  of  Evansville,  Indiana,  makers 
of  standardized  metal  buildings 
(.Continued  on  Page  36) 
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Aluminum 

(Continued  from  Page  19) 
is  in  itself  sufficient  to  take  care  of 
almost  all  the  needs  of  the  military. 
Reynolds  Metals  Co.  alone  expects 
to  be  producing  110  million  pounds 
more  by  March  1951  whereas  the 
Government  has  thus  far  a.sked  for 
no  more  than  200  million  pounds. 

Third — The  U.  S.  Government 
is  now  considering  a  plan  to  import 
from  Canada  440  million  pounds  of 
aluminum  over  a  period  of  three 
years.  This  is  a  factor  of  the  ut- 
mo.st  importance  to  civilian  u.sers 
of  aluminum  which  has  been  large¬ 
ly  overlooked  by  the  press  and  is 
never  mentioned  by  American  alu¬ 
minum  producers.  Nothing  much 
has  been  .said  about  the  plan  to  im¬ 
port  Canadian  aluminum  because 
of  disagreement  among  American 
producers  regarding  the  plan  to  be 
followed  for  the.se  imports. 

Different  Plans 

One  group  supports  the  Govern¬ 
ment  plant  of  imports  over  a  three- 
year  policy  while  the  other  wants 
a  one-year  plan  with  a  lesser 
amount  of  imports  and  subsidies 
to  American  producers  which  will 
help  them  build  the  facilities  to 
increase  American  production. 
Whichever  plan  wins  manufactur¬ 
ers  and  dealers  in  the  aluminum 
products  business  .stand  to  gain  be- 
cau.se  it  will  mean  an  enormous  in¬ 
crease  in  the  export  of  Canadian 
metal  to  this  country. 

Non-Stockpile  Orders 

The  contemplated  Canadian  or¬ 
der  of  440  million  tons  over  a  three 
year  period  will  help  American 
users  only  indirectly  as  it  is  in¬ 
tended  for  use  in  the  American 
.stockpile.  However,  the  intended 
government  imports  relieve  the 
American  supply  of  the  .strain  of 
providing  for  the  stock  pile.  What 
is  of  immediate  aid  to  American 
consumers  is  the  tremendous  in¬ 
crease  in  Canadian  metal  that  has 
been  pouring  into  the  U.  S.  in  in¬ 
creasing  amounts  since  January 
1950. 

In  1949  the  Canadians  exported 
142  million  pounds  to  the  U.  S. 

(Continued  on  Page  231 


STRONG  ON  SALES  APPEAL! 

all 

aluminum 


COMBINATION  DOOR 


now  made  in 
2  or  3  life  construction 
featuring 


NEW!  Heovy  gouge  oluminum  HINGE 
with  stainless  steel  bearings  and  non¬ 
rising  pin— guorantead  for  life. 


\/  NEW!  "Weather  Lock"  inside  and 
outside  seal — for  each  glass  insert. 

V  NEW!  BURGLAR  PROOF  inserts— 
completely  extruded — 2  glass  inserts  ond 
2  screens. 

\/  NEW!  Every  "STORM  WIZARD" 
complete  in  oluminum  jomb 


Immediote  Delivery! 


Mony  exc/usfVe  territories  sti//  ovoi/ob/e. 


6905  Susquehanna  Street 
Pittsburgh  8,  Pa. 


A  LIGHTWBIGHT  TILE  FOR  HEAVYWEIGHT  SALES 
Get  Your  Share  of  This  Profitable  Business 


ALUMINUM  ^  y 

WALL  TILE  JL 

18  SPARKLING  COLORS 

•  BEAUTIFUL  PASTELS  J 

•  POPULAR  MOTTLED  EFFECTS  I  I 

A  glistening  glass  smooth  finish  bonded  to  ALCOA  J 

Alaminum  with  our  exclusive  "Infra-therm"  fusing 

process — will  not  chip,  crack,  erase  or  peel.  - 

•  IDEAL  FOR  OVER-COUIOER  SALES!  Altice  •  THE  BUILDING  BOOM  IS  HERE!  ALTICO— 

individual  tiles  are  designed  for  simple  PRICED  RIGHT  FOR  BUILDERS  —  IS  A 

customer  installation.  Each  sale  is  a  pro-  NATURAL  FOR  DRY  OR  WET  WALL  CON- 

ductive  salesman.  STRUCTION.  FACTORY  COOPERATION. 

DEALERSHIPS  OPEN  —  ACT  FAST! _ _ 


For  more  informotion 
write  to 


Dept.  **A/*  114  Roosevelt  Ave.,  Belleville^  N.  J. 


t' 


i 


September,  1950 
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Aluminum 

(Contimied  from  Page  22) 
Between  January  and  June  1950 
they  had  already  shipped  168  mil¬ 
lion  pounds — if  they  keep  up  this 
rate,  and  there  is  good  reason  to 
believe  they  will,  they  will  more 
than  double  the  amount  of  alum¬ 
inum  shipped  to  the  U.  S.  for  direct 
use  of  American  manufacturers. 

When  the  facts  on  the  bright 
side  of  the  picture  are  added  up,  it 
is  apparent,  even  to  the  cautious 
ob.server  who  wants  to  avoid  fool¬ 
ish  optimism,  that  the  building 
specialties  industry  may  be  reason¬ 
ably  confident  about  the  aluminum 
situation. 

It  is  true  that  in  the  immediate 
future  metal  supplies  to  manufac¬ 
turers  may  be  reduced  somewhat 
but  as  David  P.  Reynolds’  telegram 
jKjints  out  there  is  no  reason  to  be¬ 
lieve  that  the  shortage  will  be  seri- 
out  enough  to  really  harm  manu¬ 
facturers  of  aluminum  products. 
In  the  meanwhile,  there  is  every 
prospect  that  increased  American 
production  and  Canadian  imports 
will  reduce  the  shortage. 

Cites  Advantages 
Of  Double  Glazing 

The  advantages  of  double  glaz¬ 
ing  in  controlling  heat  loss  through 
gla.ss  are  definite,  according  to 
Cyril  Ta.sker,  director  of  the  re- 
.search  laboratories  of  the  Ameri¬ 
can  Society  of  Heating  and  Ven¬ 
tilating  Engineers. 

The  re.search  findings  give  fur¬ 
ther  impetus  to  the  public’s  think¬ 
ing  on  double  glass  not  only  in  the 
popular  picture  windows  but  in 
nearlj"  all  windows,  around  the 
house. 

Quoting  results  of  one  set  of  ex¬ 
periments  of  twin  houses  one  of 
which  was  fitted  with  single  glass 
and  one  with  double  gla.ss  windows 
all  around.  Tasker  said  “the  double 
glazed  test  house  required  70  per 
cent  to  80  per  cent  as  much  heat  as 
the  single  glazed  house. 

“The  ratios  were  affected  some¬ 
what  by  wind  velocity,  temperature 
difference  and  sun  intensity.’’  This 


Combinotion 

Storm  Penol 
Ycar-aruund  protection  —  cuts  fuel 
costs— eliminates  screen  storaxe  prob¬ 
lems.  Full  \entilaiion.  Can't  rot,  warp 
or  swell. 


Sertont 
Easily  in¬ 
stalled  or 
removed  — 
perfect  fit. 
Require  no 
tri  mmi  njt 
or  fittinjt 
Light,  easy 
to  handle 
Take  min 
mum  sto 
age  space 


Aluminum  Combinotion  Storm 
ond  Scroon  Door 

Auxiliary  door  engineered  in 
aluminum— combines  beauty  w/ith 
convenience.  Beautiful  clear  finish. 


CECO  STEEL  PRODUCTS  CORPORATION 

Gonorol  Offleot:  5601  Woil  36th  Stroot,  Chicago  50,  Illinois 
Offices,  warehouses  and  fabricating  plants  in  prir>cipol  cities 


h  construction proc^ucts  CECO  ENGINEERING  mskes  the  b/p  ch/fference 


Gel 


Complete  Selection  of 


Storm  Window 
and  Screen  Products 

You  won’t  miss  a  profit  oppor¬ 
tunity  w  hen  you  sell  the  Ceco  line. 
For  here  in  one  single  source  are 
proven  profit  promoters  in  storm 
window  and  screen  products  of 
aluminum  and  steel— skillfully  en¬ 
gineered  products  that  meet  cus¬ 
tomer  demand.  Here,  too,  is  fast 
friendly  service.  So  sell  the  line 
that  covers  the  field  best . . .  sell 
CECO. 


Combination  Storm 
Window*  ond  Screon  Unit 
Precision  engineered  for 
easy  installation  and  serv¬ 
ice-free  operation.  All- 
aluminum— extruded  sec¬ 
tions— self-storing. 


Aluminum  Storm  Window 
for  Metal  Cosements 

Covers  entire  window, 
providing  satisfactory  in¬ 
sulation.  (Controlled  ven¬ 
tilation.  Installed  from 
the  inside.  Admits  more 
light. 


ratio  will  vary  some  according  to 
the  proportion  of  glass  to  solid 
walls  in  different  kinds  of  houses. 

The  space  between  the  two  lay¬ 
ers  of  glass  was  an  important  fac¬ 
tor  in  the  control  of  heat  loss.  “In¬ 
creasing  the  spacing  between  lights 
up  to  three-eighths  of  an  inch  show 
rapid  increase  in  the  decrease  of 
rate  of  transfer,’’  he  said. 

Wider  spacing  seemed  to  give 
slightly  more  control.  With  a  quar¬ 
ter  of  an  inch  spacing  the  heat 
transfer  showed  a  40  per  cent  re¬ 


duction  from  the  heat  transfer 
through  the  same  window  when 
single  glazed  and  tested  under  the 
.same  conditions. 

When  the  wind  gets  to  galloping 
across  of  the  windows,  heat  loss  in- 
crea.ses  through  both  double  and 
single  glazed  sash. 

The  engineers  reported  that  the 
temperature  on  the  inside  glass 
w'as  higher  in  the  case  of  double 
glazing  and  clo.ser  to  room  temper¬ 
ature  than  it  was  on  the  inside  of 
the  single  glazed  job. 
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BUILDING  SPECIALTIES 


Advertising 

{Continued  from  Page  13) 

in  one  year.  Even  though  your  di¬ 
rect  advertising  may  reach  the  ad¬ 
dresses  after  postoffice  forward¬ 
ings,  its  value  is  lessened  or,  in 
many  cases,  the  cost  is  all  loss. 

A  prominent  concern  moved  its 
executive  offices  from  the  factory  to 
a  new  building  in  the  heart  of  the 
city  about  three  j^ears  ago.  The  of¬ 
ficers  of  the  company  receive  ad¬ 
vertising  mail  every  day  bearing 
the  old  address.  One  recent  cam¬ 
paign  was  from  an  insurance  com¬ 
pany  and  featured  a  special  policy 
covering  a  plant  operation.  The 
treasurer’s  comment  was,  “If  their 
careless  methods  are  an  indication 
of  their  interest  in  us,  then  I  find  it 
difficult  to  be  interested  in  them.” 

To  keep  waste  at  a  minimum  and 
effectiveness  at  maximum,  lists 
should  be  subjected  to  constant  re¬ 
vision  and  to  careful  checking  at 
regular  intervals.  If  properly  or¬ 
ganized,  this  work  need  not  be  bur¬ 
densome. 


One  person  should  be  responsible 
for  the  lists.  All  information  usable 
in  maintaining  the  mailing  list  at 
peak  of  perfection  is  .sent  through 
to  the  person  responsible  for  li.sts. 

Mail  returned  by  the  post  office 
should  always  be  referred  to  the 
person  in  charge  of  lists  for  correc¬ 
tion  of  records.  The  postal  regula¬ 
tion  permitting  the  printing  of 
“RETURN  POSTAGE  GUARAN¬ 
TEED”  below  the  sender’s  name 
and  addre.ss  in  the  upper  left-hand 
corner  is  an  excellent  means  of  list 
checking.  It  brings  back  to  the  list 
department  all  advertising  mail 
w'hich  cannot  be  delivered,  thus 
enabling  the  list  checker  to  make 
proper  corrections. 

Use  Form  3347 

One  of  the  greatest  aids  in  keep¬ 
ing  mailing  lists  up  to  date  is  Po.st 
Office  Department  Form  3547.  To 
take  advantage  of  its  provisions, 
imprint  in  the  lower  left-hand  cor¬ 
ner  of  envelope  or  mailing  piece: 
Postmaster— 7/  forwarding  to  a 


new  address,  notify  sender  on  Form 
3547.  Postage  for  notice  guaran¬ 
teed.  Also,  it  is  recommended  that 
the  standard  “Return  Postage 
Guaranteed”  be  printed  with  name 
and  address  of  .sender  in  upper  left- 
hand  corner.  Thus  you  can  elimi¬ 
nate  names  to  which  mail  is  unde¬ 
liverable,  and  can  correct  addresses 
when  prospect  or  customer  has 
moved. 

Post  offices  w’ill  correct  lists  for 
a  small  charge  per  hour,  but  you 
must  have  the  entire  list  checked, 
whereas  it  may  be  90  per  cent  cor¬ 
rect.  Form  3547  makes  you  pay 
only  for  incorrect  addresses. 

Many  concerns,  large  and  small, 
facilitate  the  maintenance  of  li.sts 
by  printing  at  the  top  of  monthly 
statements,  invoices,  etc.:  “Is  this 
your  correct  address?”  In  cases  of 
error,  the  customer  usually  notes 
the  correction  when  remitting. 
Banks  and  insurance  companies 
and  other  institutions  u.se  similar 
notations.  Changes  in  addresses 
are  always  turned  over  to  the  list 
clerk. 


AIRFLOW 

Aluminum  Awnings  &  Canopies 


Permanent  *  No  Maintenance 
Architecturally  Balanced 

For  all  residential  and  commercial  buildings.  Beauty 
and  protection  in  attractive  colors. 

Exclusive  distributor  franchises  still  available  in  some 
localities. 

NEW  ALUMINUM  ARTS  INC. 

530  N.  Drennan  St.  Houston,  Texas 


I - ^ — WANTED - 1 

I  Exclusive  Distributors  or  Dealers  for  I 

f—N0R(RAFT  RUSTIC  FENCING— ^ 

A  Popular — Beautiful — Fast  Selling  Product  i 

i;  EXTRA  SALES  —  EXTRA  PROFITS 
EASILY  FINANCED  —  UNDER  FHA 


LARGE  PROFIT  AAARGIN  NORCRAFT  FENCES 


EASY  TO  INSTALL  ARE  ALL 

EASY  TO  SELL  PRE  FABRICATED 

Made  of  Genuine  Northern  Michigan  White  Cedar 
We  monufocture  a  variety  of  RUSTIC  FENCE  STYLES, 
t  ^  Stockade  Type  *  Full  Round  Picket  *  Post  and  Rail 

•  Ranch  Style  •  Split  Picket  •  Rustic  Arbars 

THE  MACGILLIS  &  GIBBS  CO.- 

I  Fencing  Division 

I  1615  E.  Royoll  Place,  Milwaukee,  Wisconsin 

I  America's  Largest  Pre>Fabricated  Fence  Monufacturers 


Certain  businesses  maintain  sev¬ 
eral  different  lists.  Often  a  name 
will  appear  on  three  or  four  lists, 
and  occasionally  on  all  lists.  Cor¬ 
rections  under  the.se  conditions 
complicate  the  work  of  mainte¬ 
nance.  However,  elimination  of 
duplications  is  easily  accomplished 
by  combining  all  li.sts  and  the  use  of 
indexing  to  indicate  the  classifica¬ 
tions.  i’he  addressograph  will  au¬ 
tomatically  .select  and  address  one 
or  more  different  classifications  and 
skip  others  as  desired.  Thus  there 
is  but  one  change  required  when  a 
correction  is  to  be  made. 


Small  Concerns 


storm  wornins 
,i,. tight  storm  » 

instoHolions  wi 


Smaller  concerns  will  find  that 
the  keeping  of  lists  up  to  date  is 
simple  if  not  neglected.  A  pro¬ 
gressive  dealer  reports  a  simple, 
ea.sy  method.  A  counter  book  is 
maintained  for  notations  of  all  new 
names  and  addres.ses,  all  changes  of 
address  and  other  list  information. 
Salesmen  and  mechanics  make  the 
entries  and  once  each  week  list  cor¬ 
rections  are  made  from  counter 
book  information. 


Miors.  including  Aluminum  an 

Write  for  the  name  of  yoor  n 

CAIBAR  •*»«•» ‘.hT 

Manufacturers  of  Tech 

2612-26  N.  AAARTH 
,  Philadelphia  2. 


Correct  Your  Lists 


Correct  your  lists  frequently. 
Twice  each  year  have  them  thor¬ 
oughly  revised.  Follow  these  two 
rules  and  you  will  be  well  repaid  in 
.savings.  The  indexing  arrangement 
of  these  .self-writing  records  pro¬ 
vides  quick  and  ea.sy  reference  and 
automatic  .selection.  It  simplifies 
the  entire  job. 

'  -Courtesy  the  .■^dJressitgraf'h  M u/tigraph  C  o. 


Boost  Sales 

With  this  Profitable  Item 

•  Remarkably  low  in  cost.  A  folding 
awning. 

•  Adaptable  to  casement  or  double- 
hung  windows. 

•  Popular  sizes  available  in  standard 
packages. 

•  Completely  assembled,  ready  for 
quick,  easy  installation. 

•  Modern,  complete  sales  program 
available  to  all  dealers. 

Write  or  wire  today  for  informatiorr 
on  dealership! 

"Nelson  is  the  Name  for  Awnings"! 


What  Do  You  Know 
About  Selling  The 
Home  Owner? 


Read  about  it 
in  the 
October 

BUILDING  SPECIALTIES 


Patented  and  Patents  Pend. 


^KeiUottx^ttdudt'Ued- 


115  E.  CARSON  ST. 
PITTSBURGH  19,  PA. 


window 


BUILDING  SPECIALTIES 


Ribbed-Riibber  Grip  on  Ladder 
Holds  It  Safe  Against  Pole 

To  keep  a  ladder  from  slipping 
when  rested  against  a  pipe,  pole 
or  corner,  there  is  a  rugged  grip 
of  heavy  leather  which  can  be  at¬ 
tached  to  any  ladder  top  by  its 
for  hand  saw  can  be  improvised  metal  handles, 
by  using  a  straight,  narrow  strip  At  the  center  is  a  section  of 
of  wood  and  two  small  C-clamps.  ribbed  rubber  composition  which 

holds  the  ladder  safely. 

^5mail  ‘C'Clamp 


How  to  Keep 
Unfinished  Trim  Cleon 

Wire  finishing  nails  have  a 
tendency  to  make  a  workman’s 
fingers  black  when  nailing  on  trim. 
The  smudges  that  are  imprinted 
upon  the  trim  are  slow  and  hard  to 
sand  out.  To  correct  this  situation 
place  a  handful  of  dry  sawdust  into 
the  nail  pocket  of  nail  apron  to¬ 
gether  with  nails. 

Sawdust  keeps  the  nails  and 
fingers  clean  and  does  not  prevent 
the  nails  from  being  removed  from 
the  pocket. — Submitted  by  W.  A. 
Woodard,  Volga,  So.  Dakota. 

—American  Builder 


How  to  Make  a 
Caulking  Gun  Extension 

In  caulking  around  portions  of 
the  exterior  of  a  house  there  are 
places  that  are  difficult  to  reach 
with  the  point  of  the  gun.  In  such 
ca.ses  an  extension  may  be  made 
from  a  section  of  small  rubber  hose 
which  is  of  suitable  size  to  slip  over 
the  metal  point  of  gun.  The  point 
of  the  rubber  extension  may  be  cut 
off  at  the  same  angle  as  the  metal 
point  of  gun.  Submitted  by  Arthur 
N.  Nelson,  Kan.sas  City,  Mo. 

—  .-Jmi-r.  flu.Vd.r 


new 

product 

new 

profits 


How  to  Carry  Shingling 
Axe 

The  method  indicated  in  the 
sketch  shows  a  safe  way  to  carry 
a  sharp  shingling  axe  with  .safety. 


l«9*h«r  b«W 


new 

interest 

FROM  BUYERS  WHO  CALL 
DEALERS,  TO  ORDER 


Rawhide 

booiloce 


SENSATION  OF  1950  SPECIALTY  SALES 


Hprr  i.>  a  line  in  a  “deniund''  market  with  a  ^eneruus  promotional  profit. 
No  rut-throat  ronipetition.  Plenty  of  market  for  hifi  firowth.  ThatV  why 
Window  (^harm,  the  vertical  blindi^  that  replace  curtains,  drapes,  and  ordi¬ 
nary  blinds  ^ets  the  enthusiasm  of  dealers. 

^  omen  fall  in  love  with  its  easy-to-clean  fabric  of  a  new  miracle 
material.  They  like  to  choose  from  the  more  than  twenty  colors.  Simple, 
patented  mechanism  and  quick  installation  helps  dealers  get  in  and  out 
quickly,  no  installation  problems.  You  don't  tie  up  money  in  big  inventories. 
This  is  a  money-makinn  husinexf! 

See  how  you  ran  profit  with  Vi  indow  (iharni  .  .  .  the  new  window 
decoration  that  is  FTi.^  approved,  sold  on  a  national  sales  plan  -soon  to  he 
nationally  advertised. 


A  3  16-inch  diameter  rod  is 
formed  into  a  circle  and  welded 
where  ends  come  together.  A  raw- 
hide  lace  is  wrapped  around  the 
metal  ring,  extended  up  and  tied 
securely  to  workman’s  belt.  In  this 
manner  the  axe  is  held  in  place  and 
is  always  handy  when  needed. 

Submitted  by  J.  G.  Caldwell,  5fl»i  Mateo,  Calif. 


WRITE  TODAY  FOR  DETAILS 
YOUNGSTOWN  INDUSTRIES,  INC. 

710  SO.  STATE  STREET— GIRARD,  OHIO 


Notes  for 
ANUfACTURER. 


TERRITORIES  OPEN 


coupon 


^^ESPITE  the  heavy  demand  lor  steel,  many 
ol  the  big  steel  producers  are  trying  to  hold 
prices  down.  U.  S.  Steel  does  not  contemplate 
any  raise  in  prices  at  present  according  to 
company  spokesmen.  Bethlehem  Steel,  the  sec* 
ond  largest  producer  likewise  does  not  expect 
to  raise  prices  and  Jones  &  McLaughlin,  fourth 
largest  producer,  has  indicated  it  too  will 
hold  the  line  lor  the  present.  One  reason  lor 
this  policy  is  the  fear  the  labor  unions  will 
demond  higher  wages  if  price  levels  climb. 
Meanwhile  Colximbia  Steel  Co.  is  adding  a 
new  mill  for  sheet  steel  and  tin  plate.  General 
Steel  Co.  will  build  a  new  mill  for  hot-roUed 
sheets  at  Geneva.  Utah,  which  will  be  in 
operation  in  mid  summer  1951. 


LUXURIOUS,  LIFETIME  ALUMINUM  AWNINGS 


Easily  assembled  from  packaged  parts 

ANYWHERE -ANYTIME-ANY  SIZE 


iL  HE  aluminum  situation  is  still  confused 
although  not  as  gloomy  as  some  panicky  buy¬ 
ers  think.  Uncertainty  as  to  just  how  much 
metal  the  Government  is  going  to  buy  has 
made  all  three  of  the  big  producers  cautious 
in  making  commitments  to  buyers.  All  cus¬ 
tomers  are  on  allocations  but  the  aluminum 
companies  do  not  believe  that  restrictions  on 
supplies  to  civilian  manufacturers  will  be 
severe.  Heavily  increased  American  produc¬ 
tion  and  a  Government  plan  to  import  440 
million  lbs.  from  Canada  over  a  3-year  period 
are  expected  to  relieve  the  pressure  on  the 
civilian  market  caused  by  military  demands. 
(See  page  7  for  a  full  presentation.)  Canada 
•s  also  shipping  increasing  amounts  of  metal 
to  the  U.  S.  for  direct  use  by  consumers  at  the 
rate  of  28  million  lbs.  per  month.  Alcoa  officials 
do  not  think  the  shortage  will  be  severe  and 
that  restrictions  will  be  very  gradual. 


JUST  10 

BASIC  PARTS^ 
NO  NUTS,  BOLTS 
SCREWS,  RIVETS 


Get  your  share  oi  aluminum 
awninj!  profits  with  Shade  King .. . 
low-priced  for  mass  selling  . . .  designed 
to  save  profit-cutting  handling  costs! 
Quick,  easy  assembly  from  Shade  King 
standard  parts  requires  no  special 
equipment,  no  skill!  And  standard  parts 
simplify  inventory  and  re-ordering! 


PRODUX.  INC'..  National  Distributors  B 

loot  RidKe  Ave..  Pittsburgh  53.  Pa- 

Gentlemen: 

1  certainly  am  interested  in  cashing  in  on  metal  awn¬ 
ing  profits  with  Shade  King.  Please  send  complete  in¬ 
formation  at  once. 

Name . 


Business 
Address . 
<jty. .  .  . 


PRODUX,  INC.  I 
1001  Ridge  Ave.,  Pittsburgh  33,  Pa.I. 

SHADE  KING  LOWER  PRICES  MEAN  MORE  SALES! 


Zone _ State. 


TiT 

tl 

1  j[igi][i]in 

*1*  RILANE  ASSOCIATES,  INC.,  hare  luit 
pubUshed  a  new  U.  S.  Government  Procure¬ 
ment  Brochure,  designed  as  an  aid  to  manu¬ 
facturers  in  obtaining  government  business 
and  filled  with  up-to-the-minute  information 
relative  to  government  publishing.  Free  copies 
are  available  from  Trilane  Associates. 


N, 


EW  Devices  To  Aid  Production; 

SHEET  BUFFER:  for  giving  protective  finish  to 
ferrous  and  non-'errous  sheets.  Oscillating, 
roll-type.  48"  wide.  3  HP  motor  on  osciUotor, 
TOO  HP  on  spindle.  Made  by  Hill  Acme  Co. 


Keep  Making  Contacts! 

Repeat  business,  a  ready  source 
of  leads  often  is  easier  to  close  be¬ 
cause  the  way  is  paved  for  you  by 
the  recommendations  of  a  sati.sfied 
client.  And  you  do  not  have  to  close 
a  deal  to  make  a  friend  or  satisfied 
client.  If  you  have  served  your 
prospect  to  the  best  of  your  ability, 
he  will  be  impressed  by  your  sin¬ 
cerity  and  very  often  try  to  give 
you  some  business  to  offset  the  fact 
that  you  failed  to  complete  a  trans¬ 


action  with  him.  Be  pleasant  and 
helpful  and  leave  even  a  small  deal 
in  a  friendly  manner.  Another 
piece  of  unexpected  business  may 
result. 

When  you  have  been  succes.sful, 
keep  up  your  contact  with  your  old 
clients.  Remember  to  thank  them. 
Remember  birthdays  and  anniver¬ 
saries.  Inquire  how  they  are  get¬ 
ting  along  when  you  are  in  their 
neighborhod.  If  you  are  a  friend 
as  well  as  a  salesman,  they  will 
furni.sh  you  many  valuable  leads. 

— /  S’  B  Sales 
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BUILDING  SPECIALTIES 


Double  Your  Business 

with  year-round 

DUAL-VENT 

Aluminum  Awnings 


STOOPS 

A  DUAL'VENT  Aluminum 
Awnirtg  over  front  or  bock 
door  is  the  perfect  protec¬ 
tive  conopy  for  all  types 
of  weother. 


PORCHES 

Protect  your  porch  from 
the  elements  with  DUAL¬ 
VENT  Aluminum  Awnings. 


K-D  Plan  or  Packaged  Units 

A  complete  aluminum 
awning  sold  by  the  box 

*  Amazing  new  design  allows  heat 
to  escape  quickly  in  summer  and 

cool  air  in  winter 

*  Water-tight 

*  Finest  quality  awning  by  test  on 
market 

*  Choice  of  10  beautiful  colors 

STORE  FRONTS 

WRITE  FOR  FREE  KIT  dual-vent  Aluminum 

AND  FULL  INFORMATION  to  your  ploce  of  business, 

ore  fine  odvertising. 

DISTRIBUTORS — Some  choice  territories  still  ovoiloble. 

DSALiRS — Write  for  nome  of  neorest  distributor. 

CONSOLIDATED  ENGINEERING  &  DISTRIBUTING  CO.  OF  AMERICA 


41t  FLORIDA  AVI.,  N.l. 


(Notionol  Distributors) 
(Phone;  Lincoln  3-3141) 


WASHINGTON  2,  D.  C. 


PROTECT  YOUR  CUSTOMER  I 
PROTECT  YOURSELF! 
USE 

THE  PREFERRED 
CAULKING  COMPOUND! 


To  make  your  job  easier,  faster,  better  .  .  .  PARALASTIC  is  formulated 
to  work  smoothly  and  quickly  ...  to  blend  perfectly  with  every  type  and 
color  of  building  material.  Especially  recommended  for  aluminum  siding. 

•  MIUIANT  WHITE  FOR  WHITE  ASBESTOS  SIDING 

•  ALUMINUM  FOR  ALUMINUM  WINDOWS 

•  NATURAL,  GRAY,  GREEN,  BUFF,  RED,  BLACK 

PARALASTIC  provides  superior  sealing  against  wind,  weather  and 
wotorl  You'll  like  PARALASTIC  .  .  .  and  so  will  your  customer.  Try  it!  Write 
for  information  todoyl 


SOLO  BY  LEADING  JOBBERS 

•Rug.  U.  S.  Pot.  Off. 

IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


122  EAST  42nd  ST.,  NEW  YORK  17.  N.  Y. 


Keep  In  Touch 

(Continued  froyn  Page  12) 

required  and  has  helped  establish 
his  reputation  for  reliability. 

Klit.sch  entered  the  garage  door 
busine.ss  in  1926  in  Albany,  N.  Y. 
In  1939  he  moved  to  Pitt.sfield, 
Ma.s.s.,  and  became  a  direct  distrib¬ 
utor  of  garage  doors.  In  recent 
years  his  business  gross  has  ranged 
between  $69,000  and  $78,000  a 
year.  His  repair  bu.siness  brings  in 
about  $7,000  a  year,  although  this 
is  very  variable.  Non-residential 
doors  average  25  per  cent  to  35  per 
cent  of  his  gross. 

In  July,  1950,  Klitsch  moved  to 
a  new  cinder  block  building  on  the 
outskirts  of  Pittsfield  where  he  has 
ample  storage  and  office  space.  His 
staff  includes  a  secretary  and  three 
mechanics  but  no  salesmen. 

Train.s  Mechanics  Himself 

He  trains  his  mechanics  himself 
and  prefers  young  men  who  have 
some  mechanical  aptitude  or  handi¬ 
ness  with  carpenter’s  tools.  It  takes 
about  six  months  to  train  a  man  al¬ 
though  as  members  of  the  carpen¬ 
ter’s  union  they  are  required  to  be 
apprentices  for  four  years.  Aver¬ 
age  wage  for  a  top  mechanic  is 
about  $85  per  week  and  he  has 
kept  his  men  working  .steadily  as 
the  building  boom  has  cau.sed  his 
business  to  .soar. 

An  experienced  mechanic  can 
hang  two  residential  garage  doors 
a  day  and  .sometimes  even  three. 
To  save  time  on  the  job  Klitsch  has 
one  of  his  mechanics  attach  as 
much  of  the  door  hardware  as  pos¬ 
sible  in  the  .shop.  From  his  experi¬ 
ence  he  has  found  that  the  use  of 
angle  iron  punches  and  shears  as 
well  as  electric  saws,  drills,  and 
wrenches  not  only  make  the  me¬ 
chanic’s  job  easier  but  save  as  much 
as  one  hour’s  work  on  installations. 
Small  bins  attached  to  the  sides  of 
his  two  trucks  carry  a  wide  variety 
of  spare  parts  for  doors.  These 
have  been  found  very  helpful  in 
unexpected  requests  for  minor  re¬ 
pairs. 


i>eptember,  1950 


Hints  To 
SALESMEN 


When  you  have  completed  a  sale 
and  the  contract  is  signed,  find  a 
way  to  leave  the  house  as  quickly 
its  you  gracefully  cun.  Many  a  sales¬ 
man  who  has  just  gotten  his  con¬ 
tract  signed  and  remained  for  a 
friendly  chut  finds  that  the  custo¬ 
mer  suddenly  repents  of  his  bar¬ 
gain  and  u'ants  to  cancel  the  .sale. 
Once  you  have  your  ciustomer 
signed  up  don’t  give  him  a  chance 
to  think  the  matter  over  again — he 
may  change  his  mind. 

♦  *  * 

When  you  get  into  a  prospect’s 
home,  study  your  surroundings  un¬ 
obtrusively  for  any  evidence  of 
his  hobbies.  Conversation  with 
your  prospect  about  his  hobbies 
puts  him  in  a  pleasant  frame  of 
mind  and  makes  him  feel  friendly 
toward  you — a  friendliness  which 
can  often  result  in  a  sale.  You  may 
.see  a  ship  model  or  one  of  tho.se 
curious  little  ships  in.side  a  bottle. 
Perhaps  he  has  left  some  hunting 
gear  of  carpentry  tools  around. 
Sometimes  there  are  magazines  or 
books  on  particular  subjects.  Any 
of  these  will  give  you  a  clue  to  your 
prospects  intere.sts.  Remember  al.so 
that  people  generally  tend  to  get 
long  winded  about  their  favorite 
subjects  so  let  your  prospect  talk 
about  his  hobby  only  long  enough  to 
get  mellow. 

♦  *  ♦ 

Keep  your  sample  and  demonstra-  | 
tion  kit  scmp'ulously  clean  hut 
above  all  be  sure  that  any  of  your  ; 
models  that  have  moving  or  sliding  ' 
jHirts  are  in  good  working  order.  \ 
There  is  nothing  so  disconcerting  ' 
as  discovering  that  a  model  on  ; 
u'hich  you  are  counting  to  help  ] 
clinch  a  point  in  your  sales  talk 
doesn’t  work.  It  makes  you  look 
ridicidous  and  your  customer  may  ' 
feel  that  the  product  you  are  sell- 
ing  probably  doesn’t  tcork  any  bet¬ 
ter  than  the  model.  So  check  all  the 
eqidpment  in  your  kit  before  you  '■ 
start  out  in  the  morning. 


LUDMAN  ScUouiie 

WINDOWS  and  DOORS 


Ultra  Modern  Jalousies  make  every  window  a 
"picture  window."  Alert  dealers  are  building  a  big  volume  with 
easy  to  install  LUDMAN  JalousieWindows&  Doors.  They  give 
100%  ventilation  and  protection ...  let  air  in,  but  keep  rain  out. 
No  painting  or  maintenance  required. 

Standard  and  custom  sizes  with  removable  inside 
ictttm  and  storm  sash. 


Made  by  Ludman  Corporation,  manufacturers  of  famous 
AUTO-LOK  ALUMINUM  AWNING  WINDOWS... 
engineering  pioneers  in  Awning  and  Jalousie  windows. 


Dtalershifts  still  arailahlt  in  certain  areas 
Write  for  details 


LUDMAN  CORPORATION 

DEPT.  BS.8 


NOW! 


Let’s 
Talk 
About 

GREATER  PROFITS 
THROUGH  FASTER 
LABOR  SAVING  SALES 

EXTRUDED  RLUMINUM  2  TRACK  WINDOW 


WWSUlin  H/UIUFACTURIII6  (0. 

717-29  N.  CENTRAL  AVE.,  BALTIMORE  2,  MD. 
Write  Phone  Eostern  6868 


Self-Storing  Outside  and  Inside! 

IMMEDIATE  DELIVERY 


Low  Priced 

for  the  Mass  Market  » 


INCINERATOR 


BUILDING  SPECIALTIES 


LOWEST  COST 
BIGGEST  PROFIT 


New  Products 

{Continued  from  Page  17) 

up  to  1%-in.  thick;  the  third  is  for 
glazed  doors  1%-in.  thick  or  mir¬ 
rored  doors  1%-in.  thick. 

The  design  and  sturdy  coii.struc- 
tion  of  the  hardware  assures 
smooth,  trouble-free  operation.  V- 
shaped  track.s  reduce  friction  to  a 
minimum.  Hanger  wheels  are  made 
of  thermo-setting  material,  called 
Texolite,  which  insure  smooth, 
quiet  operation.  They’re  not  affect¬ 
ed  by  heat  and  contain  graphite 
filler  for  permanent  lubrication. 
Doors  are  quickly  and  easily 
aligned  with  jambs  by  means  of  a 
clamping  screw'  on  each  adjustable 
track  bracket. 

All  accessories — such  as  latches, 
pulls,  door  guides — are  available. 
Sets  are  packed  one  in  a  box  with 
screw’s  and  simplified  direction 
sheet.  Tracks  are  packed  .separately, 
(Continued  on  Page  34) 


I  Wouldn't  Part  With  It 
For  10  Times  Its  Cost' 


21.T  15X20 


2tT  15X16 


2LT.  15X12 


That's  What  1  Dealer  Says 
About 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 


CELLAR-SEAL  Combination  Screen 
and  Storm  Sash  units  are  available 
for  all  standard  steel  basement 
windows.  The  screen  fastens  to  the 
basement  sash  and  is  designed  to 
accommodate  a  glass  panel  insert, 
which  is  quickly  installed  while  the 
screen  is  in  place.  Storm  window 
protection  can  be  provided  within 
a  few  moments  without  a  screen 
storage  problem.  The  metal  frame 
screen  is  wired  with  18x14  mesh 
bronze  screen  cloth.  The  storm 
panel  insert  comes  complete  with 
glass,  and  has  a  metal-edge  binder 
frame  and  attaching  clips  and 
screws. 


Portable 

and 

Wall  Type 
Incinerators 


Don't  Miss  These  Important 
Articles  in  the  1951  Edition: 

■k  A  COMPLETE  SECTION  DISCUSSING  IN  DE¬ 
TAIL  ALL  TYPES  OF  PRIMARY  AND  COM¬ 
BINATION  WINDOWS. 


*  ALL  TYPES  OF  METAL  AWNINGS,  DESCRIBED 
AND  DISCUSSED  IN  DETAIL. 


k  ARTICLES  ON  METAL  AND  PLASTIC  TILE, 
GARAGE  DOORS  AND  OPENERS,  AND  DOZENS 
OF  OTHER  PROFITABLE  SPECIALTY  ITEMS. 

k  COMPLETE  SECTIONS  ON  SELLING,  TRAINING 
SALESMEN,  ADVERTISING,  BUILDING  YOUR 
VOLUME,  etc. 


An  inrint>rator  that  appeals  to  home 
ownerr-  herau.»e  of  it>  low  price  and 
out>tandin|t  advantages.  Large  capacity. 
Double  insulation — heavy  duty.  No 
working  parts  to  get  out  of  order.  No 
burning  pilot  light  when  not  in  use. 
No  odors  or  smoke.  Portable  type — 
ran  be  installed  in  any  location.  Wall 
type — installed  in  rhimneys.  Can  be 
operated  with  or  without  gas,  as 
desired. 


150  poges  crommed  full  of  voluoble  informotion  on 
EVERY  phosc  of  your  business.  Every  dcolor  will  won! 
copies  to  help  him  moke  more  money. 


B.  B.  LEUAH  &  ASSOCIATES 

2917  Comtgi*  Atc.,  CI«v*lQnd  15,  Ohig 
Nofionol  Soles  Distributor 


1951  Edition — to  be 
Published  October,  1950 


We  ore  interested  in  CELLAR-SEAL  COMBINA¬ 
TIONS.  Please  send  complete  doto. 

□  DISTRIBUTORSHIP  □  DEALERSHIP 

a  INFORMATION 


Detroit  Incinerator  Corp. 

Oldest  Menufaeturer  of 
the  Most  Complete  Line  of  Inelnerotor 
equipment 
6441  Hostings 
Detroit  11,  Mich. 


WRITE  TODAY  TO 
RESERVE  YOUR  COPY 


ROOFING,  SIDING  &  BUILDING 
SPECIALTIES  MANUAL 

425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 


ADDRESS 


A  NEW 
PRODUCT  BY 


Watch  Future  Issues 
of  This  Magazine 


Venetian  Windows 

(Continued  from  Page  11) 

of  ventilation  even  during  a  heavy 
rain  storm.  Privacy,  light,  and  ven¬ 
tilation  can  easily  be  secured  by 
using  obscure  glass  or  any  combi¬ 
nation  of  clear  and  obscure  glass. 
Incoming  breezes  can  be  directed 
up  or  down  so  that  drafts  can  be 
avoided  without  the  additional  in¬ 
stallation  of  tilt-out  ventilators. 

They  can  be  closed  tightly  to 
shut  out  rain  and  wind.  Windows 
of  this  type  have  withstood  the 
force  of  some  of  the  worst  Florida 
hurricanes  without  admitting  a 
drop  of  water.  Full  length  screens 
are  easily  attached  to  the  room  side 
of  the  window'  with  clips  or  other 
simple  fa.steners. 

Storm  sash  are  also  easily  at¬ 
tached  in  the  .same  manner  and  are 
provided  by  the  manufacturers  of 
these  w’indows.  When  equipped 
with  storm  sash,  Venetian  windows 
provide  reliable  protection  against 
heat  losses  by  conductivity  w'hile 
their  built-in  stainless  steel  w'eath- 
erstripping  prevent  drafts  and  heat 
loss  by  air  leakage. 

Their  strong,  extruded  alumi¬ 
num  frames  provide  rigidity  for 
a  window  that  is  durable  and  re¬ 
quires  no  maintenance  because 
there  is  nothing  to  rot  or  rust. 

Finally,  installation  is  simple 
and  any  dealer  with  experience  in 
installing  windows  will  find  no  dif¬ 
ficulty  with  Venetian  w’indows. 


CudAiott  CarUau^' . 

PLAST1CJI|L^^ 


CHECK  THESE  FEATURES: 


The  ultimate  in  beouty  —  the  ''crowning  toud)'*  to  every 
room  —  CRESCENT  CUSHION  CONTOUR  TILE. 

"Crescent"  has  the  "eye-appeal"  for  the  most  diKhminotinp 
buyer  —  mode  of  solid  virgin  polystyrene  with  a  unique, 
different  design  and  luxurious  appearonce  —  truly  worthy  of 
your  consideration. 

Uterature  Upon  Request 

GniLDCRgsT  e:yqnrvir'i\/m/ymp 


•  3  dimensionol  effect 

•  stroight  edge  bevel  for  easiest 
cleoning 

•  pebble  back  for  most  powerful  grip 

•  ECONOMICAL  —  shollow  back  is 
"mastic  miser" 

•  best  selection  of  exclusive  colors 

•  heovy  weight,  substontiol  tile 

•  will  NOT  chip,  peel  or  craze 

•  simplest  to  install 

•  finest  finished  surfoce 

•  moisture  resistont 

Dealers  and  corftraciors:  write  for 
name  of  nearest  distributor. 
Distributors:  some  territor/es  still 
available. 


CORPORATION 

manufacturers  of  p/otfic  tUe 

255  West  79th  St.,  Chicago  20,  Illinois 


COMING 

SOON! 


iSaUillill  Triple  Track 

ciaiSL  WMHWS 


Soles  come  eosy  with  EXCELUM  windows  be- 
co-jse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  oluminum,  they  have 
eliminoted  service  colls.  Sales  resistonce  melts 
when  you  show  EXCELUM's  exclusive  features 
ond  rigid  construction. 

xcelum  ALUMINUM**  DOORS 

WtiU  tor  Dotalls  of  Our  Distributor  KD  PLAN, 
txdutlro  Torritorlot. 

lica  Sash  &  Door  Co. 
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NO  SKILL  NEEDED  TO  INSTALL  THE 


^  RUBBER  -  SEALED 


Plastic  Tile 

(Continued  from  Page  15) 

and  bathroom  wall  heaters,  remove 
guards  and  pack  asbestos  directly 
back  of  flange.  Then  screw  guard 
back  to  wall  and  fit  tile  to  edge  of 
flange,  allowing  approximately 
3/16  of  an  inch  opening  for  ma.stic 
joint. 


Wall  Fixtures 

If  you  .should  encounter  a  plumb¬ 
ing  fixture  or  an  electric  socket, 
plastic  tile  can  be  cut  evenly  and 
smoothed  with  a  file  .so  that  it  can 
be  cu.stom-fit  to  the  wall.  If  the 
.standard  tile  cutter  is  used,  it  is 
sugge.sted  that  the  tile  be  placed 
in  the  cutter  face  down ;  then,  cut 
from  the  back  of  the  face  in  order 
to  prevent  the  fracturing  of  the  lip 
which  completely  surrounds  the 
tile.  The  best  coping  .saw  blade  to 
use  is  that  one  which  has  32  teeth 
to  the  inch. 


UNIVERSAL  FABRICATORS  isoi  boone  ave..newyork  eo,  n.y. 


DIAMOND 

Introdutet  th»  NEW  WELDED 
Storm  Window  Miracio 
(Thmnkt  to  Out  tngimuun) 


TRIAD 


LOWEST 

PRICE 

EXTRUDED 
3  TRACK 
WINDOW 
oa  Hm 
MARKET 


YoM  IRMSt  MC 
THIS  WINDOW 
TO  ACTUALLY 
APPRECIATE 
ITS  VALUE 


7  Big  Features 

1.  GLASS  SET  IN  RUBIER 

2.  TOP  AND  BOTTOM 
VENTILATION 

3.  BURGLAR  PROOF 

4.  EASILY  INSTALLED 
5  STURDILY  BUILT 
6.  FINGER  TIP  CONTROL 
7  PROMPT  DELIVERY 

Telephone  —  Wire  or  Write 

DIAMOND  BUILDING  PRODUCTS  CORP. 

|}5  lAST  liori)  STREET  Uliitr  t-MM  CLEVEUND  10.  OHIO 


X  T fe //ff 

Stl(  STORING  COMBIsailON 
STORM  AINDOAS  S  SCRTTNS 


Will  Not  Chip 

Becau.se  of  its  pliability,  plastic 
tile  will  not  chip,  ru.st,  crack  or 
craze,  and  its  unique  characteristic 
allow's  its  muted  colorings  to  blend 
.softly  with  all  other  color  decora¬ 
tions  in  the  room. 

When  a  homeowner,  therefore,  is 
thinking  of  resurfacing  his  walls, 
he  mustn’t  think  of  it  with  dejec¬ 
tion.  ...  at  least,  not  as  far  as  the 
resurfacing  of  bathroom,  playroom 
and  kitchen  w-alls  are  concerned. 
Plastic  wall  tile,  with  all  of  its 
beauty  and  ease  of  application, 
beats  the  bugaboo  of  wall  covering 
problems. 


There’s  Money  In 
GARAGE  DOOR  HARDWARE 

Read  about  it  in 
the  October 

BUILDING  SPECIALTIES 


September,  1950 

Art  of  Selling 

(('ontiiiiK  (t  from  Pof/c  8) 

just  naturally  afraid  to  ask  for  ac¬ 
tion  because  they  somehow  fear 
they  do  not  have  closing  ability. 
At  this  “psycholojtical  moment” 
they,  in  their  fear,  are  thinking  too 
much  of  what  the  prospective  cu.s- 
tomer  has  in  mind — whereas,  sur¬ 
prising  as  it  may  .seem,  the  pros¬ 
pective  cu.stomer  is  at  this  moment 
wonderinji  what  they  have  in  mind. 

Make  I'p  Your  Mind 

You  mu.st  make  up  your  mind 
with  determination  to  develop  the 
mental  couraKe  and  handle  such  a 
moment  entirely  free  from  fear — 
simply  have  nerve  enough  to  ask 
for  sharply  defined  action — and  col¬ 
lect  the  order  which  you  have 
earned.  If  you  do  not  do  so,  the 
next  .salesman  who  calls  upon  your 
prospective  customer  certainly  will, 
becau.se  a  .sale  has  been  made — and 
was  not  clo.sed  by  you. 

.\sk  For  The  Order 

Now,  we  have  said  “ask  for  the 
order,”  but  what  we  really  mean 
is  not  that  in  .so  many  words.  What 
we  mean  is  for  you  to  act  for  the 
order — take  charge  of  the  situation 
at  this  point — assume  that  you 
have  made  the  .sale — write  up  the 
order  and  hand  it  with  your  foun¬ 
tain  pen  to  the  prospective  custom¬ 
ers  to  sisrn. 


TESTS  PROVE 


1.  REDWOOD  is  one  of  the  world’s  finest  insulators! 

2.  Heat  flows  thru  steel  2(>0  times  as  fast  as  thru 
REDWOOD! 

.‘I.  Heat  flows  thru  aluminum  1160  times  as  fast  as 
thru  REDWOOD! 

4,  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkaqv  and  swelling  than 
concrete! 

.").  REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  the  world’s  most  durable  woods! 

6.  REDWOOD  DEALERS  show  a  greater  percentage 
of  profit  per  dollar  of  merchandise  sold. 

We  iiiaiiiifiirluri-  four  dllTfreiit  styles,  of  reilHootl  winilou..  You 
will  l>e  surprised  ui  tir'  low  prire  iiud  hifEh  i|uality  of  our  iiio.l 
popular  seller. 

.Send  $.5.00  for  .*i  sample  and  prove  to  yourself  that  you  can 
make  more  money  selling  Kedwood.  .411  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Lists 
Delivery  Anywhere 

THE  CAMPBELL  SASH  WORKS 


240!t  WILSON  AVENUE 


Phone:  52615 


CAMPBELL,  OHIO 


everything 
you  need  . . . 
in  WEATHERSTRIPS! 


No  matter  what  your  weatherstrip  re- 
quirements.  you  can  be  sure  of  prompt 
_  “"d  efficient  service  from  Central  Metal 

rr: Strip  Co.  Take  advantage  of  our  com¬ 
plete  line — including  metal  strip,  weather¬ 
strip  tools,  thresholds,  caulking,  screen  guides,  linoleum  bindings,  meial 
moldings,  stair  nosings,  and  special  strips  to  order.  Write  today  for  catalog. 

CENTRAL  METAL  STRIP  COMPANY 

4343  N.  WESTERN  AVE.  CHICAGO  18,  ILL.  J 
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New  Products 

(Continued  from  Page  30) 

R.  D.  Wemer  Develops 
New  Shipping  Tube 

The  new  type  CHROMTRIM 
shipping  tube  recently  developed 
by  the  R.  D.  Werner  Company’s 
own  tube  department  employs  the 
use  of  a  pressure  driven  metal 
bung  and  long,  removable  end  cap 
which  permits  unpacking  of  con¬ 
tents  without  the  annoyance  of  re¬ 
moving  staples  or  nails.  REDdy 
Jacket,  the  familiar  CHROMTRIM 
trade  character  has  been  worked 
intd  an  over-all  repeat  design  on 
all  packaging  to  tie  in  with  this 
Company’s  national  advertising 
and  trade  promotion. 

•  *  * 

New  Pednt  Spray 
Oi>erate8  from  Automobiles 

G.  H.  Meiser  &  Co.,  announce  a 
new  type  of  spray  unit  for  spray 
painting;  spraying  insecticides  and 
liquid  fertilizers;  for  inflating 


tires;  and  furnishing  air  power  for 
small  air  tools,  and  blowers.  This 
new  ENGINAIR  Spray  Set  offers 
many  advantages,  not  only  for 
householders  and  farmers,  but  also 
for  road  gangs  and  service  crews 
of  all  sorts,  because  it  is  operated 
from  any  automobile,  truck  or 
tractor  gasoline  engine,  eliminat¬ 
ing  the  need  for  transporting  heavy 
compressors  and  motors. 

After  driving  to  the  desired 
point  of  work,  two  spark  plugs 
are  removed  from  the  vehicle  and 
replaced  with  two  ENGINAIR 
pumping  units.  These  pumping 
units  are  operated  by  the  compres¬ 
sion  stroke  of  the  engine  and  pump 
only  cool,  clean  air.  They  supply 
up  to  105  lbs.  air  pressure  to  a 
small  balancing  tank  from  which  a 
25  ft.  (or  40  ft.)  air  hose  supplies 
air  to  a  1  quart  bleeder  type  in¬ 
ternal  mix  spray  gun. 

This  gun  is  of  professional  type 
with  3  spray  nozzles — a  fan  type 
nozzle  for  painting  surfaces,  a 
round  nozzle  for  finer  work  and  an 


angle  nozzle  for  ceilings  and  floors. 
Air  pressure  and  volume  is  re¬ 
ported  sufficient  to  efficiently  han¬ 
dle  heavy  outside  paints.  The  25  ft. 
(or  50  ft.)  hose  permits  free  oper¬ 
ation  over  a  50  ft.  (or  100  ft.) 
circle  from  the  car  or  tractor.  It 
also  permits  painting  inside  build¬ 
ings,  while  vehicle  operates  out¬ 
doors.  The  complete  set,  in  a  fitted 
carton,  weights  only  8  lbs.,  and  pro¬ 
vides,  in  addition  to  all-metal  spray 
gun,  balancing  tank  and  air  hose, 
4  pairs  of  pumping  units — sizes  to 
fit  99%  of  the  vehicles  in  use  today. 
♦  *  « 

Sloone-Blabon  Develops 
New  Linoleum  Paste 

A  new  and  improved  linoleum 
paste  has  been  developed  by  the 
Sloane-Blabon  Corporation,  maker 
of  smooth  surface  floor  coverings. 
Wilbur  Newman,  vice  president  in 
charge  of  sales  announces. 

Made  from  an  entirely  new  for¬ 
mula,  the  company’s  new  adhesive 
(Continued  on  Page  37) 
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Metal  Awnings 

{Coutihued  from  Page  16) 

periods?  What  can  you  do?  Let’s 
just  take  a  look  at  the  summary 
that  is  involved  in  this  thing. 

If  we  translate  what  I  have  been 
talking  about  in  months  into  Spring 
Summer  and  Fall,  why,  we  have 
got  a  picture  that  shows  roofing 
and  siding  to  be  a  late  Spring  and 
early  Fall  peak  selling  .sea.son.  With 
storm  windows  and  with  insulation, 
your  peak  selling  sea.son  is  late 
Spring  and  all  Fall.  Now,  if  we  add 
awnings  to  this  picture,  the  large.st 
awning  .sales  month — I  am  talking 
about  sales  made  by  .sales  forces, 
and  not  applications  made  by  crew’s 
— is  March, — and  July  is  fully  as 
good  as  June.  So  that  awnings,  as 
such,  have  a  large  peak  in  March 
and  a  continued  peak  in  July. 

Door  Canopies 

They  are  an  early  and  late  Spring, 
and  an  early  Summer  item.  Then  in 
November  there  is  a  terrific  impact 
with  respect  to  door  canopies.  So, 
therefore,  if  you  want  to  add  prof¬ 
its  to  your  business,  the  first  .step 
to  do  is  to  take  care  of  tho.se  gnaw¬ 
ing,  eating,  indirect  costs  by  ex¬ 
tending  your  .selling  season  40  per 
cent  which  is  what  awnings  and 
door  canopies  will  do. 

Five  Selling  Seasons 

Here  it  i.s — you  have  five  selling 
.season.s,  awnings  will  take  care  of 
two  of  them.  Now  I  am  not  saying 
that  awnings  will  only  .sell  from 
March  through  July,  and  in  No¬ 
vember — ju.st  the  same  as  I  did  not 
say  that  .storm  windows  w’ould  only 
sell  in  the  Spring  and  the  Fall. 
What  I  am  saying  is  that  you  have 
a  different  period,  month-wise,  of 
the  peaks.  You  come  up  to  a  cer¬ 
tain  level,  and  if  you  can  reach  that 
level  earlier  and  hold  it  later,  then 
you  have  spread  your  overhead, 
your  indirect  costs,  considerably 
better  as  a  business  man,  and  awn¬ 
ings  will  do  just  that. 


ONLY  ARLITE  CAN  DARE 
TO  MAKE  THIS  CHALLENGE 


COMBINATION  TRIPLE  TRACK  WINOOWS 


with  the  window 


you  now  sell 


or  any  other 


on  the  market 

COMPARE  THESE 
8/G  ADVANTAGES 


TO  YOU,  THE  DEALER! 


/.Amazing,  simplified  3  •unit  sub -assembly 
package  that's  quickly  and  easily  assembled 
right  on  the  job. 


2*  Minimum  inventories  with  standardized,  in 


terchangeable  prepackaged  units. 


Unique  transparent  Pliofilm  wrapping  keeps 
glass  clean  during  installation.  Saves  clean 
up  time  at  the  end. 


#.  Design  of  window  keeps  installation  time 
down  to  o  minimum,  yet  is  attractive  and 
assures  satisfaction. 


O.  Self-squaring,  "Floating'^  inner  frame  easily 
adjusted  to  fit  out-of-square  windows. 
Prompt  delivery,  good  mark-up,  volume  dis¬ 
counts,  plus  hard-hitting  advertising  and 
sales  promotional  assistance  assure  quicker, 
high  profits. 


Excellent  territories 
|A/pl|C  opening  in  New 

^  England,  New  York, 

Jersey,  and 
eastern  Pennsylvania. 
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IT  WILL  PAY  YOU  TO  INVESTIGATE 


the 


NASH 

COMBINATION 

DOOR 

and  NEW, 
TBIPLE-TRACK 

WINDOW 

Established  manufacturer 
offers  new  sliding  type  ex¬ 
truded  aluminum  quality 
units.  The  RIGHT  PROD¬ 
UCT  with  FAST  DELIVERY 
AND  FRIENDLY  FACTORY 
COOPERATION 


aluminum 


INQUIRIES  INVITED  from  K.D.  Distributors  and 
Dealers. — Write  for  complete  merchandising  program. 

NASH  ALUMINUM  WINUOW  CORP. 


Main  Office  anti  Plant:  45  SOUTH  BROADWAY,  LONG  BRANCH.  N.  J 
Long  Branch  6-5550 


Ntw  York  Bronch: 
575  Hempsteod  Turnpike 
Elmont.  L.  I.,  N.  Y. 
Florol  Park  4-5420-1 


Philodolphio  Bronch:  Boltimore  Branch: 

1143  N.  American  St.  9126  Hartord  Road 

Philadelphia,  Pa.  Baltimore,  Md. 

Lombard  3-8374  Boulevard  2222 


Announcing!  EXPANDED  PRODUCTION  FACILITIES 

ENLARGED  PLANT  CAN  SERVICE 
SOME  NEW  AREAS 
SELL  YOUR  CUSTOMERS . 

ALL  YEAR  COMFORT  AND  CONVENIENCE  WITH 

WARNER  WEATHER-MASTER 

"The  Window  of  To-Morrow" 

EXTRUDED  ARCHITECTURAL  ALUMINUM* 

and  STORM  SASH  COMBINATIONS 

‘Warner  Weathar-Mattar  Screen  and  Storm  Sath  Camblnotlooi  are 
mode  tram  the  tineet  quality  ertradad  architectural  Alaminum  (tSS-TS) 
specially  treated  tar  extra  hardnats. 

WILL  NOT  RUST,  WARP.  STAIN 
An  Aluminum  Combination  of  Proven  Cus¬ 
tomer  Appeal.  Premium  Quality  at  Popular  Prices. 

Heavy  Extrusion  of  Highest  Grade  (63S) — Self- 
Storing — Sliding  Lower  Sash  &  Screen — Push 
Button  Ventilation — Rigid  Frame — No  Outside 
Fasteners — Simple  Assembly  and  Installation. 

Representative  Dealers  Will  Be  Allotted  Prtected  Territories. 

Write  Concerning  the  Territory  in  Which  You  Are  Interested. 

This  May  Be  Your  Opportunity  to  Establish  Your  Business  on  a  Dignified 
Foundation. 

EASTERN  DISTRIBUTORS 

1535  Ridge  Ave..  Phila..  Pa.  Phone:  Poplar  5-8762 


Cxchtira  with  Warner 

PUSH  lUTTON 
VENTILATION 


of  *Ii4«N9  lowr 
Msli.  AUiwtt«a  eponinpt  for 
COiitroNod  flow  of  froth  oir. 


B.  S.  REPORTER 

(Continued  front  Page  21) 

and  fabricators  of  structural  .steel. 
He  was  with  this  concern  for  over 
30  years,  working  in  the  sales  and 
j  engineering  department.  For  the 
past  4  years  was  the  executive  Vice 
I  President  and  Manager  of  the  com¬ 
pany. 

♦  4t  ♦ 

Youngstown  Kitchens  Has 
7  New  Sales  Managers 

The  appointment  of  .seven  new 
I  regional  sales  managers  in  the 
Youngstown  Kitchens  field  sales 
organization  is  announced  by  Chas. 
A.  Morrow,  vice  president  in 
charge  of  merchandi.sing. 

William  Barnett,  Jr.,  has  taken 
over  a  territory  including  San  An¬ 
tonio,  Hou.ston,  Dallas  and  Fort 
Worth. 

Charles  Ferguson  wa.s  promoted 
from  the  factory  order  service  de¬ 
partment  to  regional  manager  in 
the  Buffalo,  Rwhester,  Albany,  and 
Binghamton  area. 

Harry  Heckathorn,  Jr.,  is  the 
Young.stown  regional  manager  in 
St.  Paul,  Duluth,  and  Billings. 

Rexford  Julian,  formerly  of  the 
factory  sale.s  .staff,  was  promoted  to 
regional  manager  in  Detroit,  Lan¬ 
sing,  Grand  Rapids,  Toledo,  Indi- 
anapoli.s,  and  South  Bend.  Howard 
Kroske,  now  is  the  Youngstown  rep- 
I  resentative  working  with  Marshall- 
Wells  branches  in  Seattle,  Portland 
and  Spokane.  Charles  A.  Morrow, 
Jr.,  is  regional  manager  in  Phila¬ 
delphia  and  New  York. 

Howard  Schryver,  who  previous¬ 
ly  .served  as  assistant  sales  train¬ 
ing  director  for  Youngstown,  now 
is  the  regional  manager  in  San 
Francisco,  Fresno.  Reno  and  Salt 
Lake  City. 

<1  The  Combined 
jl  Primary-Storm  Window 

^  Read  this  article  in 
I;  the  October 

jl  Building  Specialties 
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New  Product's 

{Contiiiiied  from  Page  34) 
called  “Sloane-Quality  Linoleum 
Paste”  is  easier  to  spread,  is  lighter 
in  color,  has  a  uniform  consistency, 
and  is  scented  with  wintergreen, 
he  said. 

The  company’  new  paste  permits 
more  square  yard  coverage  because 
of  its  easy  spreading  and  will  not 
stain  or  mar  light  colored  ba.se 
boards  and  painted  wall  surfaces. 
The  new  paste  is  available  in  one 
quart,  and  in  one-  three-  five-  and 
thirty-gallon  containers  and  is 
currently  available  at  all  Sloane- 
Hlabon  distributors  throughout  the 
country. 


♦  4>  * 


Reynolds  Adds  Aluminum 
Nails  To  Bldg.  Products 

Aluminum  nails  in  six  types  and 
sixteen  different  sizes  are  now  be¬ 
ing  made  by  Reynolds  Metals  Co. 
for  the  building  indu.stry,  accord¬ 
ing  to  an  announcement  by  David 
.  Reynolds,  vice-president  and  gen¬ 
eral  sales  manager  of  the  com¬ 
pany’s  Aluminum  Division.  De¬ 
liveries  can  be  made  from  early 
production  schedules. 

“The  unprecedented  reception 
accorded  aluminum  building  prod¬ 
ucts  has  built  up  a  tremendous  de¬ 
mand  for  aluminum  fasteners.  Alu¬ 
minum  nails  are  now  being  pro¬ 
duced  by  Reynolds  to  round  out  our 
line  of  aluminum  building  prod- 
(Contiuaed  on  Page  42) 


COMING 

SOON! 


PRODICT  BY 

Watch  future  Issues 
of  This  .Magazine 


NU-SEAL 

The  TRIPLE  TRACK  WINDOW 

at  a  Revolutionary  Low  Price 
THE  ONLY  ANODIZED  TRIPLE  ACTION  WINDOW 
ON  THE  MARKET 

Our  years  of  technical  "know-how"  has  brought  out 
the  "best"  features  in  NU-SEAL.  Its  outstanding  beauty 
and  design  must  be  seen  to  be  oppreciated.  Made  of 
heavy  extruded  aluminum. 

★ 

The  Low  Price,  High  Quality 
Sensation  of  the  Industry 

ALUMINUM  COMBINATION 
STORM  &  SCREEN  DOOR 


One  of  the  HEAVIEST  ex¬ 
truded  aluminum  screen 
doors  on  the  market — 1- 
inch  thick. 

A  Quality  Door  at  a  Sensational 
Price  That  Guarantees  a  Large 
Profit 


WRITE  or  PHONE  TODAY 

For  Full  Information 

NORMAN  ALUMINUM  WINDOW  (0.,  INC. 

QUEENS  BLVD.  PHONE  JAmoica  *-9070-71  JAMAICA,  L.  I.,  N.  Y. 

AIR  SEAL  of  NEW  YORK 

400  W.  COMMERCIAL  ST.  Phoiw:  East  RocliMtcr  770  EAST  ROCHESTER,  N.  Y. 

_ IN  YOUR  FIREBOX _ 

See  at  once  real  combustion  improvement,  oil  types  of  fuel. 

STOPS  DOWN  DRAFT  SAVES  FUEL 

ELIMINATES  CARBON  DEPOSITS. 

Frequent  burner  adjustments  and  cleaning  unnecessary  because 
flues  are  kept  dry  always  by  THERMCAP.  (Formerly  Wigwam  Floe 
Doctor).  Controls  draft  at  the  top  of  the  chimney. 

Satisfaction  guaranteed.  Mailable.  For  lit.  and  profitable  dealer  offer,  address; 

WIGWAM  FLUE  TOP  COMPANY 

ABINGTON,  MASS. 
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Looking  for  Piles  of  Money! 
There's  Plenty  of  it  Right  Here! 


ALUMINUM  COMBINAHON  WINDOWS  AND 
DOORS - New  type  sliding  aluminum  ex¬ 

truded  quality  units.  Fast  delivery  and  friendly 
factory  cooperation.  Triple  track  window  avail¬ 
able.  Inquiries  invited  from  KD  dealers,  check 
- 9. 


The  free  information  offered  here  repre¬ 
sents  the  most  expert  knowledge  available 
in  each  specialized  field.  USE  THE 
COUPON  to  secure  the  literature  you  want 
— and  please  PRINT  your  name  and  address 
clearly. 

ALUMINUM  COMBINAnON  WINDOWS - 

Glass  set  in  rubber,  self  storing,  all  extruded 
sections,  patented  meeting  rail  for  perfect 
weather  seal.  Rapid  deliveries  of  made-to- 
measure  cCHnpletely  assembled  window.  Check 
coupon - 1. 

TRIPLE  TRACK  ALUMINUM  STORM  WINDOW 

- Glass  set  in  rubber,  burglar  proof,  fop 

and  bottom  ventilation,  quick  delivery - 2. 


ALUMINUM  C<»tBINATION  DOORS - AU 

extruded  aluminum  with  tubular  stile,  outside 
expander  jamb  and  bottom  adjustment  sill, 
glass  set  in  ruWjer.  Shipped  complete  with  3 
stainless  steel  hinges,  air  arm  and  chain  stop. 
Check  coupon - 3. 

INSIDE  &  OUTSIDE  CASEMENT  STORM  SASH 

- Complete  line  of  quality  all  aluminum 

storm  sash.  Inside  sash  has  rubber  insulation 
arxl  is  interchangeable  with  screens.  KD  or 
assembled.  Ad  and  mercharxlising  helps. 
Check - 4. 

ALUMINUM  SCREENS  — Tubular  frame  sec¬ 
tions  of  finest  aluminum.  Fast  selling  and  eco¬ 
nomical.  14  factory  trained  agents  available 
to  help  dealer  with  efficient  production  and 
sales.  For  more  information  check  coupon 
- 5. 

3-CHANNEL  ALUMINUM  COMBINATIONS - 

Removable  sill  for  cleaning  ledge,  ventilation 
top  and  bottom.  Two  channels  for  storm  sash, 
1  for  screen.  Self-compensating  frame  for  out 
of  square  openings.  Chock - 6. 

PLASTIC  WALL  HLE— HEAVY  MOLDED  OUT 
SIDE  CORNER  TUX— — New  heavy  duty  mold¬ 
ed  outside  plastic  tile  comers,  comer  cops, 
comer  feature  stripes,  comer  cove  bases  and 
ideal  field  tile  in  20  plain  and  marbellzod 
colors  as  well  as  3  cap  and  stripe  colors - 7. 

FOR  BETTER  CAULKING - Here's  a  caulk¬ 

ing  compound  that  seals  prefectly  and  is  used 
by  builders.  Insulators,  wator-proofors.  wea¬ 
ther  strippers,  and  asbestos  cmd  brick-siding 
opplicatOTS.  Also  available  are  pressure  guns 
with  assorted  detachable  nozzles - 9. 


ALUMINUM  COMBINAnON  DOORS  AND 

WINDOWS - Anodized  extruded  aluminum, 

fitted  with  ornamental  aluminum  moulding  to 
fit  out-of-square  openings.  Special  locking 
device  for  window.  Door  has  own  frame  and 
will  not  warp — —10. 

PLASTIC  TILE - Heavy  weight,  shallow  back. 

straight  edge  bevel  for  easy  cleaning,  exclu- 
give  colors.  Check  coupon - II. 

SHOWER  DOORS  &  TUB  ENCLOSURES  — 

Made  of  heavy  extrusions  with  bright  Per- 
malume  finish.  Enclosures  have  double,  rolling 
doors,  overhead  suspension.  Special  jambs 
compensate  for  out  of  square  openings - 12. 

INSIDE  ALUMINUM  CASEMENT  STORM  SASH 

- Glides  smoothly  on  rollers,  easy  to  re¬ 
move  and  clean  from  the  inside,  helps  control 
condensation.  Installation  is  extremely  simple. 
Check  coupon  number - 13. 

PLASTIC  WALL  TILE - Interlocking  so  no 

grouting  is  required.  Wide  variety  of  solid 
and  morbleized  colors  available.  Write  for 
information  and  literature.  Check  coupon 

14. 

BASEMENT  COMBINAnONS - For  all  stand¬ 

ard  steel  basement  windows.  Metal  framed 
sash,  bronze  18  x  14  mesh.  Attached  with  clips 
and  screws - IS. 

HOME  maNERATORS  - -  Low  priced  for 

mass  market,  double  insulation,  2-bushel  ca¬ 
pacity,  portable  and  built  in  types,  simple 
installation - 16. 

STORM  AND  SCREEN  SASH  FOR  CASEMENT 

WINDOWS - All  the  homes  with  casement 

windows  represent  a  good  market  for  storm 
and  screen  sash  —  good  profit,  little  competi¬ 
tion.  Aluminum  sash  stocked  in  one  size  will 
handle  all  size  windows.  Installed  Indoors,  it 
makes  profitable  "bad  weather"  work 17. 

ALUMINUM  COMBINATION  DOORS - Full 

length  piano  type  hinge,  glazed  in  plastic  with 
or  without  jambs,  non-sag.  Check - 19. 

ALUMINUM  WAU  TILE - Made  of  aircraft 

aluminum,  this  wall  tile  is  available  in  18 
beautiful  colors  fused  to  the  metal  by  special 
process.  Finish  will  not  chip,  crack,  craze  or 

peel.  Individual  tiles  easy  to  apply.  Check - 

19. 

ALUMINUM  COMBINATIONS— Made  of  spot 
welded  extruded  architectural  aluminum  with 
push  button  ventilation - 20. 

REDWOOD  STORMSASH - This  sash  will 

show  less  shrinkage  and  swelling  than  con¬ 
crete.  Four  different  styles  of  windows.  Send 
$5  for  sample.  Money  refunded  if  dissatis- 
fied-; - 21. 


^ - this  coupon - j 
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)  425  Fourth  Avenue,  New  York  16,  N.  Y.  SEPTEMBER,  1950  / 

>  I  would  like  literature  or  information  on  the  following:  ( 
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I  am  also  interested  in . 

If  you  want  Building  Specialties  12  months  for  $3.00,  check  here  □ 
Name  . Position . 


^  Company  .  ' 

f  Address  .  J 

(  Citv . State .  ( 
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KD  ALUMINUM  COMBINATION  DOORS - 

Made  of  extruded  aluminum,  popularly  priced, 
easy  to  assemble,  specially  reinforced  comers, 
1  inch  thick  doors.  Aluminum  combination 
windows  available.  Check  coupon - 22. 


customer  wants  two 


CASEMENT  SCREENS - Standard  sizes  for 

all  makes  of  steel  casements  —  projected, 
pivoted,  basement  or  utility  windows.  Steel  or 
aluminum  frames,  aluminum  shade  screening. 
Low  prices.  Check - 23. 


ALUMOnm  COMBINATION  WINDOWS  AND 

DOORS - Knocked  down  aluminum  combina 

tion  storm  windows,  easy  to  assemble  without 
expensive  equipment.  Aluminum  doors  tc 
match  have  full  screen  and  sash.  Steel  case¬ 
ment  and  basement  storm  sash -  24. 


GARAGE  DOORS - Generous  dealer  dis¬ 

counts  make  these  doors  exceptionally  profit 
able.  A  sectional,  overhead  type,  this  dooi 
is  made  of  aluminum  with  an  exclusive  track 
and  roller  design - 2S. 


ALUMINUM  COMBINATION  DOORS,  WIN 
DOWS,  AND  SCREDfS - Top  quality  alumi¬ 

num  combination  storm  and  screen  units  and 
all  aluminum  two-pcmel  doors.  Aluminum 
storm  windows  for  metal  casements  which 
cover  entire  window  26. 


Any  bathroom  or  dressing 
room,  no  matter  how  large  or  small,  allows  for 

installation  of  one  or  more  of  the  many  types 
and  sizes  of  Imperial  Dress- Atorys. 

Inquiries  from  distributor!  and  deolers  ore  ievited,  write  to 

Imperial  Dress-atory  •  Hinimann  A  Woldmann,  62  Third  Street,  Brooklyn  31,  N.V, 


KD  ALUMINUM  STORM,  SCREEN  WINDOW 

- Get  this  2-track  aluminum  storm  window 

and  screen  which  is  backed  by  28  years  of 
experience.  Precision  made,  protected  terri¬ 
tories.  Check  coupon  for  more  informa¬ 
tion - 27. 


ALUMINUM  COMBINATIONS - May  be  had 

in  regular  or  self -storing  types.  Furnished  in 
plain  or  anodized  aluminum.  For  dealer  dis- 
tributon  information  check  coupon - 29. 


METAL  CASEMENT  STORM  SASH - Narrow 

frames,  rust  proof  metal.  Sill  removes  without 
tools.  Moves  with  window  and  is  invisible 


ALUMINUM  AWNINGS  AND  CANOPIES - 

Fixed,  vented  typo  with  or  without  side  pieces 
and  made  of  strong  sheet  aluminum  in  many 
colors.  Distributors  wanted.  Check - 31. 


m  America’s  Finest  Aluminum  Storm-Screen  Doors 
M  and  Sell -Storing  TRIPLE  ACTION  Windows 
I  Construction  features  that  challenge  compari- 
I  son  and  sales  features  that  your  customer  can 
- I  see  and  appreciate. 

I  The  DOOR  features  lull  length  piano -type 
I  hinge.  The  WINDOW,  special  ventilating 
j  louvres  All  glass  glazed  in  plastic  lor  easy  re- 
placement  Doors  can  be  had  with  or  without 
iamb  Low  installation  cost  .  .  .  more  prolitl 

^  buoranlnd  by^ 

L  Goad  llouMlutpiii{ 

Franekisej  Ayailable  on  Windows,  Doors,  or  Both. 

PROMPT  DELIVERY  Assembly  plants  coast  to  coast.  Gel  — —  —  —  —  »  — — 

the  complete  Keystone  storyt  !  xfYSIONt  AllOYS  CO 

I  NbikhkI  S*le»  CMfice. 

MamtfaCtUftJ  hy  |  l«nedum-T<ees  Bldg  ,  22.  f* 

KEYSTONE  ALLOYS  COMPANY  |  □  OiSiiibo'oiship  □  PealwitMP 

LATROBE.  PA.  A  | 


METAL  WEATHERSTRIPPING - Every  possi¬ 

ble  need  can  be  fulfilled  here.  Weatherstrip 
tools,  thresholds,  caulking,  screen  guides,  lin¬ 
oleum  bindings,  metal  mouldings,  stair  nosings, 
and  special  strips  to  order.  Check - 32. 


VENETIAN  WINDOWS— —Have  adjustable 
glass  vanes  pivoted  at  each  end,  weather-tite, 
aluminum  frames  built-in  screen - 33. 


Recognized  nationally  with  the  best  .  .  .  Each 
installation  brings  new  prestige  to  KEYSTONE! 


THRESHOLDS  &  SILIB - Come  in  handy 

packages.  Brass  or  aluminum,  drilled  and 
countersunk  with  hooks  and  screws  included. 
Wide,  offset,  narrow,  standard  or  waterproof 
designs  available.  Fits  standard  doors.  Check 


ALUMINUM  COMBINATION  DOORS 


-Exclu¬ 
sive  territories.  3  glass  and  2  screen  inserts  in 
extruded  aluminum  door  jambs - 35. 

(Continued  on  Page  40) 


Address. 


Present  luvness. 


y-Seai  CORPORATION 

1  300  Bata 


venui 
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Piles  of  Money 

{Continued  from  Puqe  39) 


(Check  Coupon  on  Page  38) 


3TRACK  ALUMINUM  COMBINAHON  WIN¬ 
DOW - Three  unit  sub-assembly  easily  as¬ 

sembled  on  the  job.  minimum  inventories  of 
prepackaged  units.  Pliofilm  wrapping  saves 
cleanups,  self  squaring.  Track  spreader  per¬ 
mits  easy  removal  of  inserts  and  magic  clutch 
holds  insert  in  any  position.  Check  coupon 
for  more  information  38. 


ail  MITAt:  Steel.  Aluminum  or  Fleeolum  Slot.  encloeed 
metol  heed  or  open  type  wood  heod. 

Here's  the  beauty  o£  featuring  ARDCO:  You  profit 


3-TRACK  COMBINATIONS  &  DOORS - Made 

of  heavy  extruded  aluminum,  window  is 
triple  track.  Custom  made  to  measure  ■with 
permanently  sealed  joints.  Door  has  own 
frame,  aluminum  bottom  panel.  Check  num¬ 
ber  37. 


ALUMINUM  WALL  TILE  Made  of  aircraft 
aluminum,  this  wall  tile  is  available  in  18 
beautiful  colors  fused  to  the  metal  by  special 
process.  Finish  will  not  chip,  crack,  craze  or 
peel.  Individual  tiles  easy  to  apply.  Oieck  - 


rttn  for  fftlt  adrortlHng 
naHnr  and  up-to-do*o 
tol«i  kiit 

PHOMPt  DfLIVfWV 


AWNING  WINDOWS  Toxic  treated  against 
rot,  fungus,  termites.  Lumite  screen  with  every 
unit.  Operated  by  one  small  handle.  Ideal  for 
porch  enclosures  39« 


148-17  HILLSIDE  AVE. 
Jamaica,  L.  I.,  N.  Y. 
REpublic  9-1340 


STAINLESS  STEEL  SCREWS  Heat  treated, 
hardened,  sheet  metal  screws  that  will  not 
rust  and  are  low  in  cost.  Threads  will  not  strip 
and  heads  won't  snap  off.  Ideal  for  use  fn 
assembling  K  D  windows  and  doors.  Cneck 
coupon  40. 


PLASTIC  TILE  For  a  belter  looking  jcb  try 
this  5”  X  5”  plastic  tile  which  saves  38  per  cent 
labor  time  in  application  because  of  its  larger 
size.  Full  range  of  solid  and  marbleized  colors. 
Check-  41. 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDEO! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  "picture  frame"  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  job.. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construe- 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-joh  fitting  and  adjustment.  BNHiW 


KD  ALUMINUM  COMBINATION  DOORS  — 

Made  of  extruded  aluminum,  popularly  priced, 
easy  to  assemble,  specially  reinforced  comers, 
1  inch  thick  doors.  Aluminum  combination 
windows  availabls.  Chock  coupon  42. 


ALUMINUM  AWNINGS  Fixed,  ventilated 
type,  fully  waterproof,  wire  variety  baked  on 
colors.  Mfr.  offers  franchises.  Check  -43. 


INSIDE  ALUMINUM  CASEMENT  STORM 
SASH  Direct  from  mfr.  Fit  all  types  of  case¬ 
ments,  roto-simplex-lever.  FHA  approved. 
Check-  44. 


I«y  at  Distrikrtars  Prices  .  .  .  Make 
Caabiaad  DistrAetar,  Dealer  aad  Retailer's  Prelit 

All  V-Seal  produas — Aluminum  Combination  Jht  Coinpltt0  Um  oF 
Windows.  Storm  Sash  for  Steel  Casements  and  . 

Basement  Sash  can  be  bought  knocked  down — a 

feature  that  makes  it  possible  for  you  to  sell  them  Combinotion  Storm  Windowi 
lower,  yet  make  more  profit.  !'"*  **••! 

Eottom  Divisfen,  47$  Belmont  SjIISr*"*’ 

Avenue,  Holeeon,  New  Jersey  WInaowi. 

Division,  1134  S.  Stroot,  St.  teyis,  Missouri 


METAL  TRIM  Easy  to  cut.  bend,  and  in¬ 
stall.  this  aluminum  alloy  trim  has  a  silvery 
lustrous  finish  and  is  designed  in  a  wide  va¬ 
riety  of  shapes  and  openings  4S. 


VERTICAL  BLINDS  Slats  made  of  easy  to- 
clean  fabrics.  Will  replace  curtains  and  drapes. 
FHA  approved,  simple  mechanism,  easy  to  in¬ 
stall.  and  there  is  no  cut-throat  competition. 
Check  No.-  -4B. 
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AlUMINUM  AWNINGS  Fixed,  permanent 
hood  type,  with  side  pieces  and  vented  to 
prevent  accumulation  of  heated  air.  Will  not 
warp,  sag,  or  rust.  Sizes  available  windows, 
doorways,  storefronts  and  patios.  Check 
coupon —  47. 


ALUMINUM  COMBINATION  WINDOWS  & 
DOORS  Combinations  with  lomcvable  sills 
and  interlocking  mooting  rails.  Also  units  that 
compete  with  wood.  Casement  combinations 
for  in  or  outswmging  windows.  Also  triple 
tragic  combinations.  Combination  doors  of  hoi 
low  extruded  sections  complete  with  hard 
ware  and  closure.  Aluminum  full  and  halt 
screens,  screen  doois  and  perch  enclosures 


LAVATORY  VANITY  TABLE  COMBINATION 

- Unusual  combination  with  hard  Formica 

type  iinish.  sink  bowl  and  hardware  all  com 
plete  and  ready  for  plumbing  connection. 
Eliminates  cabinets  and  clothes  hamper,  va 
riety  of  types  to  fit  all  bathrooms  49. 


rrrrfj  ■  ' 

■lifiiilfi 


JALOUSIES  -Glass  oi  aluminum  for  win 
dows  or  doors.  Provide  100  per  cent  ventilation 
and  protection  yet  let  air  in  and  keep  rain 
out.  Suitable  for  porch  enclosures,  offices, 
schools  and  old  or  new  residences-- 50. 


RUSTIC  FENCES  Large  profit  margin,  easy 
to  sell  and  install.  All  are  prefabricated  and 
available  in  following  types;  Stockade.  Ranch 
Style,  Full  Round  Picket,  Split  Picket,  Post  and 
Rail,  and  Rustic  Arbor  51. 


Manufacturing  Co.,  Lancaster  2,  Po. 


ALUMINUM  COMBINATION  WINDOWS  & 
DOORS  Made  of  63S  -  T5  aluminum  ex¬ 
trusions  and  spot  welded.  Red  push  button 
controls  ventilation  system.  Quality  products 
at  a  popular  price.  Doers  made  with  non¬ 
sagging  unbreakable  gussets  52. 


VENETIAN  BLINDS  All  metal,  steel,  alumi¬ 
num,  of  ilexalum  slats  with  open  or  enclosed 
metal  head.  Quirk  profits,  no  inventory  to 
carry.  Superior,  custom  made  quality  53. 


You’ll  get  the  metal  mouldings  you  need  in  chrom- 
TRIM.  Over  200  stock  shapes,  in  aluminum  and 
stainless  steel.  Tee  mouldings,  panel  dividers,  door 
saddles,  awning  strips,  price  tag  mouldings,  etc. 

The  new  stainless  shapes  are  easier  to  cut  (light 
stainless  cladding  over  rust-proof  aluminum,  on 
most  shapes)  .  .  .  easier  to  apply.  And  they  keep 
customers  satisfied  . .  .  they’re  durable,  stay  bright, 
won’t  rub  off  or  smudge  clothing. 


ALUMINUM  COMBINATIONS  &  CASEMENT 
STORM  SASH  All  aluminum  combination 
windows  and  doors.  Casement  storm  sash  and 
screens  oi  extruded  aluminum.  Combination 
basement  windows.  Full  merchandising  and 
mechanical  aids  from  the  manufacturer — 


Important  to 
Monufocturortl 

Free  bulletin,"  2  Way.  to  Fi«. 
ure  Co.t.  on  Metal  Shapea,” 
(ivee  unbitued  (acta  on  ex¬ 
truded  or  roU-formed  ahapea. 
Helpa  you  judge  which  nwata 
your  needs  most  economicaUy 
and  beat. 


There’s  a  big  future 
in  Metal  Tile 


/  Read  the  article 

(  on  this  product 

/  in  the  October 

(  issue  of 

/  BUILDING  SPECIALTIES 


1. 1.  WEINER  CO.,  lie. 

MS  Fifth  A*#.,  N.  Y.  I«,  N.  Y. 
In  Canorfo;  R.  D.  Wnrnnr 
Co.,  Ltd.,  Othowo  Ont. 


R.  D.  WCRNf  R  CO.,  Inc.,  Dnpt.  BS 
2f9  Fiftk  Avnnwn,  Nnw  Ynrii  14,  N.  Y. 

PInoM  »nnd  m«  frnn  CHROMTRIM't  nnw  1950 
lilnroUtm  ond  hondy  wall  chort  of  CHROMTRIM 
thapns. 

Chock  hnrn  for  bultnfin,  "2  Woys  to  Flfforn 
Costs  on  AAntol  Shapns“  Q 


ADDRESS 
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STAINLESS  STEEL 

HEAT  TREAT  HARDENED 
SHEET  METAL  SCREWS 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 

Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


ixpresily  Adapted  to  KD  instaNatrons  as  We// 
as  fabricating  All  Windows  and  Doors 


Mode  of  Type  420  Stointess  Steel  ipeciotly 
fieot  treoted  ond  polished  for  extreme  tftreod 
cuftinp  sfrength  ond  moxtmum  corrosion  re« 
sisfonce. 

Eliminotes  the  rusting  experienced  with 
codmium  or  chrome  ploted  screws. 

Speciol  heot  freotment  insures  toughness 
ond  hordness  necessory  to  resist  stripping  of 


threods,  heod  breokoge,  domoge  to  slots,  etc. 

Stocked  in  Round  Heod,  Binder  Heod,  ond 
Ovol  Cts'k  Heod  styles,  in  diometers  4-6-8-tO 
ond  12  ond  in  lengths  V4*',  ond 

^4".  Mode  to  your  order  in  other  sizes  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting. 

Let  us  quote  you  on  yovr  requirements. 


New  Products 

(Contimied  from  Page  37) 

ucts,”  Mr,  Reynolds  explained. 
“These  nails  have  sufficient  strength 
for  any  purpose  and  are  suitable 
for  use  with  most  types  of  building 
materials.” 


New  Ccrtolog  On 
Air  Conditioners 

A  new  12-page  two-color  catalog 
(PM  79-0100)  covering  a  complete 
line  of  packaged  air  conditioners, 
has  been  recently  issued  by  the  Air 
Conditioning  Department  of  the 
General  Electric  Company,  Bloom¬ 
field,  New  Jersey.  The  catalog  cov¬ 
ers  units  in  2,  3,  5,  714  and  10-hp 
capacities,  suitable  for  application 
in  offices,  homes,  stores,  restau¬ 
rants,  shops,  taverns,  sales  rooms, 
drafting  rooms,  apartments,  and 
hotel  suites. 


Va\  7/  M  A  )  .  /  A  C. 


ROLLS  OPEN 

for  outswinging 


AND  SHUT 


window 

pone/s 


Rug.  Trodumork  —  Pot.  U.  S  A. 

Your  cuitomors  will  liku  tho  now  improvod  Rologlois  intido  storm  window.  It's 
SMnpIo  to  oporoto  .  .  .  glidos  smoothly  on  rollors  .  .  .  glou  ponols  intorlock. 
It's  oosy  to  romovo  ond  cloon  from  tho  insido  .  .  .  and  room  condonsotion  is 
controllod.  Horo  is  tho  oosiost  to  soil  insido  storm  sosh  on  tho  morkot  todoy. 
It  offors  oxtro  soiling  profits  for  you,  and  many  satisfiod  customors.  Writo  for 
comploto  informotion  on  how  you  too  cpn  moko  monoy  with  Rolagloss  windows. 
^gw»****^  *Wo  hovo  plonty  of  moterials  for  dofivory  in  1951. 


Watch  Future  Issues 
of  This  Majfazine 


THIS  YEAR  OVER 
70,000  HOMEOWNERS 
Will  PURCHASE 
SHOWER  ENCIOSURES... 


September,  1950 


New  Type  Flexible  Door 

A  new  type  interior  door,  that 
can  be  an  important  profit  pro¬ 
ducer  in  1950,  is  now  being  intro¬ 
duced  to  the  building  field.  The 
RA-TOX  Flexible  Door  is  built  by 
the  Hough  Shade  Corporation, 
manufacturers  of  Wood  Splint 
Ventilating  Shades  for  almost  half 
a  century. 

These  doors  are  designed  prim¬ 
arily  for  home  or  apartment  use  as 
doors  for  walk-in  closets,  room 
partitions,  and  similar  applica¬ 
tions.  The  doors  are  available  in  a 
range  of  eleven  beautiful  .standard 
lacquer  enamel  colors. 


New  Burglcir  Alarm 
Is  Simple  and  Inexpensive 

America’s  newest  burglar  and 
intruder  alarm,  the  “Alert  Alarm” 
is  now  ready  for  national  distribu¬ 
tion.  This  effective  yet  inexpensive 
necessity  is  powered  by  a  self- 
contained  electric  unit  which  re¬ 
quires  absolutely  no  wiring. 

Fully  guaranteed,  the  unit  is 
easily  attached  to  any  door  or  win¬ 
dow  with  only  two  screws.  This 
home  protector  will  sound  a  con¬ 
tinuous  ear-piercing  alarm  at  the 
slightest  opening  of  door  or  win¬ 
dow — enough  to  make  any  prowler 
take  to  his  heels  and  to  alert  the 
household.  This  compact  unit  re¬ 
tails  for  only  $1.98.  And  since  the 
alarm  is  completely  self-contained, 
there  is  nothing  else  to  buy. 

Made  by  Electromagic  Company. 


Sure,  double-hung  windows  arc 
the  Bread  and  Butter  of  your 
storm  sash  business.  But  don’t 
pass  up  the  (;.\KE  — the  many 
iiomcs  with  casement  windows. 

There  may  be  fewer  of  tltem, 
but  they  are  tlic  ones  tfiat  really 
need  gttod  storm  sash.  That 
means  easy  sales,  and  you’ll  find 
less  competition  and  bigger 
profit  on  every  job. 

Write  for  j)lan  that  shows  you 
how,  with  the  smallest  possible 
investment  in  stock,  you  can 
handle  any  casement  window 
job  —  at  a  nice  profit  —  with 

I  STORM  and  SCREEN  SASH 
for  CASEMENT  WINDOWS 


£T  ^J^xoJiaeix  Coxfioxaiion 
248  Lincoln  Ave,,  Syracuse  4,  N.  Y. 


Enjoy  this  Rioli 

"  Business 

Along  iriih  your  “JUread  andBuiter*^ 


\  .NEW 
FRODIX  T 


uie 


Beautiful  as  well  as  practical,  our  shower 
enclosures  cost  the  homeowner  only  o  few 
dollars  o  month!  Buyers  find  dividends  in 
the  luxurious  comfort  of  mirror- bright 
Permolume  shower  doors,  tub  enclosures, 
daylight  shower  stalls  —  builders  soy  it’s 
the  best  "extra”  they  con  odd  to  their 
houses.  Moil  the  coupon  NOW  for  full 
details. 

cjlufUftn^  Uo&uL^mbimif 

Of  AMCRICA 

973  Peachtree  Street,  N.  E.  Atlanta  5,  Oa. 


NO  PROBLEM  TO  INSTALL! 

Ovr  Dovbl*  Roliawoy  Tub  Endoiur*,  shown  obovo, 
instolls  on  any  woll  surfoc*  without  icrowif  No  drill* 
ing  noctssoryl  Avtomotic  intoflocking  ports  form  o 
rigid  unit  thot  fHs  any  si<o  oponing  porfoctly.  On 
showor  doors,  ovr  Bsclvsiv*  patontod  odjvstobio 
jornb  componsotos  for  out>of*plumb  wolls,  insvr«s  o 
custom  fitting  qvick'as-O'Wink  instoflotion. 


Gonttomon:  BS”  650 

Plooso  sond  m«  illvstrotod  litorotur*,  ovHino  of 
your  solos  otd  ond  cooporotivo  odvortising  pro* 
grom,  ond  prko  Ksts. 

SHOWER  DOOR  COMPANY  OF  AMERICA 
979  Foochfroo  S».,  N.  E.  AHonto  9,  0«. 

Nomo _ _  - 

Addross _ _ 

City _ 


Stoto. 
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Being  Frcmk 

There’s  a  diflference  between 
what  makes  a  good  salesman  and 
what  makes  a  salesman  good.  The 
former  has  learned  the  fundamen¬ 
tals  and  the  finesse  of  selling,  and 
is  good  no  matter  which  fine  house 
he  represents.  The  latter  could  be 
just  another  salesman  repre.senting 
a  house  so  good  and  with  a  product 
or  service  so  superior  to  its  com¬ 
petition  that  it  could  make  any 
salesman  good. 


WINTER'S  COMING 

It's  Time  To  Sell 


15.5  Percent  Waste  of  Time 

Has  it  ever  occurred  to  you  that 
your  salesmen  would  increase  their 
own  earnings  and  your  profits  if 
they  were  properly  trained  and 
stimulated? 

It  is  a  known  fact  that  employers 
are  losing  business  (and  money) 
by  the  way  they  run  meetings  of 
their  salesmen  who  account  for 
about  $3,000,000,000  of  sales  an¬ 
nually. 

In  a  survey  conducted  by  K.  L. 
Gauck  of  Geare-Marston,  Inc., 
Philadelphia  advertising  agency, 
78  distributors  reporting  on  773 
sales  meetings,  rated  these  meet¬ 
ings  as  follows:  outstanding,  17.6 
per  cent;  good,  44.8  per  cent;  fair, 
22.1  per  cent;  WASTE  OF  TIME, 
15.5  per  cent. 

To  which  class  does  YOUR  sales 
meetings  belong? 


National  Metal  Products 
ZINC  WEATHERSTRIP 


Carefully  designed  hardwore  makes  this 
aluminum  screen  the  only  safe  way.  Sofe 
from  intruder  and  SAFE  in  installation 
with  minimum  service. 


National's  exclusive  No.  1  Double  Rib 
Weotherstrip  (shown  above)  is  con¬ 
structed  of  top  quality  9  gauge  zinc.  Its 
double  rib  design  gives  double  protec¬ 
tion  at  sosh  sides  and  heads.  Unit  in¬ 
cludes  sash  member  and  Liner. 

Also  avoilable  is  National  No.  1  Sill. 
Made  of  sturdy  13  gouge  zinc,  drilled 
and  countersunk,  strip  is  not  eosily  dam- 
oged.  Liner  included  in  unit. 


OUR  FACTORY  TRAINED  EXPERT  is  within 
overnight  distance  and  he  is  capable  of 
bringing  "our  plont"  directly  to  you. 


franchises  ovor/ob/e  without  cost. 


Write  or  Wire  for  Detoifs 


Write  or  wire  for  prices 


National  Metal  Products  Company 

1025  CHATIAU  ST,  PITTSBURGH  12,  PA. 


Here  Are  3  Advontoges  of 

CaJeco 

STORM  SASH  CASEMENT  WINDOWS 


Write  Your  Own  Ads 

Write  your  own  copy  and  make 
it  ingeniou.s,  it  mu.st  attract  the 
reader.  If  the  newspaper  will  per¬ 
mit,  make  use  of  its  small  classi¬ 
fied  ads.  If  you  can  provoke  a 
laugh  your  ad  is  more  likely  to  be 
remembered. 

One  dealer  put  this  ad  under 
Personals : 

Sarah,  please  come  home.  You 
won’t  have  to  w^ash  the  dirty,  old 
kitchen  walls  any  more.  Have  in- 
.stalled  kitchen  fan  and  plastic  tile. 
Joe. 

Under  Houae  For  Sale  he  in¬ 
serted  the  following  ad : 

We  haven’t  any.  We  are  sorry  to 
say  this,  but  let  us  brighten  your 
present  home  with  a  colorful  set  of 
aluminum  awnings. 


Coseco  itorm  toih  have 
better  heod  chomitlt 
with  outside  weatber- 
ttrippiog— center  strips 
ore  heavier  In  metol 
ond  felt — yniqoe  crimp* 
tog  permaneotiy  oochors 
felt  to  oMtol.  Prietd  to 
mett  any  compotitiooT 


Outsido  costmefit  win¬ 
dow  can  bt  opened 
without  intorferonct 
from  the  storm  sash. 


Pro-Toct-U  Vonotion  WhnIows  (Jalousios)  consist 
of  «  sorios  of  odjustabte  gloss  vonos.  pivoted  at 
00^  ond  so  as  to  rotate  abowt  a  horizontal  axis, 
and  cennocted  so  am  to  move  in  unison  by  means 
of  a  smaN  attractive  control  handle. 


o  VontHatfon :  Over  90%  of  the  windeiv  area 
availablo  for  air. 

o  Vanes  automatically  lock  in  any  position -can¬ 
not  ho  opened  by  prowlers, 
o  Extruded  aluminum  frame.  huMt-m  screen. 

oasUy  removed  for  cleaning, 
o  Crystal  glass.  X"tliich,  in  clear,  ohscuro  or 
heat-resisting  SOiEX  Plate. 

•  Weathertiglit  —  No  rain  ar  wind  can  boat  in. 
Vanes  close  tightly  glass  against  glass  with  H  " 
over^i.  including  positive  woatherstrippiog 
device. 


WANT  TO  KNOW  MORE? 

"All  chomiclt  are  mode  for  triple  strength 
glass.  Frames  can  also  be  obtained  for  double 
strength  glass."  No  ugly  cross  bars  to  obstruct 
tbo  yiow — CoMce  is  invisible  and  will  not 
cbongo  tbo  oppooraoco  of  tbo  cosoownt. 
Doafonf  DMeffentorsf  Taeritoefoo  Opoa. 

Motol  sill  con  bo  rtoMvod 
aukkly  and  totilv  witboot 
onv  tools  lost  lift  f 

oat. 

Writ*  for  Fal4or 
2MI  Woodbum  Avenot 


Ciocinoati  4,  Ohio 


September,  1950 
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Storm  Sashes  of 
Metal  Are  Lauded 

A  unique  trimness  has  been 
achieved  in  storm  sash  made  of 
metal,  whether  it  be  aluminum  or 
steel.  That  trimne.s.s  comes  from 
the  fact  that  the  metal  frames  need 
not  bulk  lar^e;  they  are  slim  and 
.strong.  Being  slim  and  trim  they 
let  in  the  maximum  of  light. 

Ingenious  production  methods 
with  both  metals  have  put  metal 
windows  within  reach  of  a  majori¬ 
ty  of  home  owners.  The  aluminum 
frames  are  of  extruded  aluminum, 
meaning  that  .strips  with  multiple 
grooves  in  them,  designed  for  win¬ 
dow  or  door  con.struction,  are  pro¬ 
duced  as  one  piece  of  aluminum  or 
aluminum  alloy.  They  are  then  cut 
for  corners  and  aluminum  w-elded. 
The  steel  is  rolled  to  shape,  and  in 
its  turn  is  cut  for  corners  and 
welded. 

The  metal  frame  manufacturers 
have  licked  their  respective  weath¬ 
ering  problems.  In  the  ca.se  of  alu¬ 
minum,  an  aluminum  alloy  is  u.sed 
in  the.se  frames  that  resists  the 
weather’s  action,  and  corrosion  is 
licked. 

In  the  ca.se  of  .steel,  effective 
priming  treatments  preliminary  to 
painting  of  the  desired  color  have 
ruled  out  rusting.  Chemical  han¬ 
dling  of  metals  has  achieved  much 
more  than  the  public  realize.s,  the 
manufacturers  of  the.se  windows 
.state. 

(  li'X  t'lonii  Dealer 


Be  SURE  of  yonr  SALES  with  the  PROFIT-PROTECTED  LINE 

Isold  kd| 

STORM  SASH 

CASEMENT  WINDOWS 


rmalum 


Designed  for  the  MASS  MARKET  where  PROFIT  is  GREATEST! 


PERMALUM  Combinotions  cnioy 
ever-increosing  demond.  Con¬ 
structed  ptoperly  .  .  ■  designed 
tor  beouty  ond  long  life — they're 
priced  for  economy-minded  buy¬ 
ers,  too! 

CHECK  THESE  finer  FEATURES: 
\  Rugged  aluminum  extru¬ 
sions. 

\  Stoinless  Steel  stripping  for 
glider-smooth  slide. 

V  Rottle-proot  top-channel 
design,  on  exc/wsive  fea¬ 
ture. 

V  Interlocking  meeting  roil. 
\  Removoble  sill  for  cleoning. 


Some  territories  still  open  to 
quolified  distributors. 


PERmalum: 


COMBINATION 

WINDOWS 

COMBINATION 

DOORS 

ofso  available 


POST  AVENUE 
WESTBURY  L  I 


Labortime 
n  applicotioi 


“Sure  thing— 

„»uch  money  m  W 
„,k..VELVETlL£ 
the  best  tt 

market.” 

.  »Kink  it  makes  a 


better-looking 
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Alloy  Tile  C'orp. 

Alumatic  Corp.  of  America 
American  Incinerator  Co. 

Arlite  Industries,  Inc.  .  - 

Barnhart  Co.,  The  A.  W.  .  . • 

B  &  G  Sales  Co.  . . • 

Calbar  Paint  &  Varnish  Co. 

CaMer  Manufacturing  Co. 

Campbell  Sash  Works,  The  ... 

Ceco  Steel  Products  Corp.  . . 

Central  MeUi  Strip  Co. .  • 

Cermak  Tile  Co.,  Inc. 

Consolidated  Engineering  &  Distrib¬ 
uting  Co.  of  America  . 

Diamond  Building  Products  Corp... 
Eastern  Distributors  .  . 

Feather-Lite  Mfg.  Co.  31,  33,  37,  43,  45 


22 

6 

30 

35 
20 
22 
25 
41 
33 
23 
33 
18 

28 

32 

36 


orp 

Back 


Gate  City  Sash  &  Door  Co 
Guildcrest  Corp. 
Hayes-Wolverine  Corp. 

Hinzmann  &  Waldmann 
Imperial  Dress-atory 
Industrial  Steels,  Inc. 

Jamaica  Sash  &  Door  Co. 

Jasco  Aluminum  Products 
Jones  &  Brown  . . 

Keystone  Alloys  Co.  ..... 
Lessam  &  Associates,  B.  B. 
Ludman  Corp. 

Macgillis  &  Gibbs  Co.. . 

Manhattan  Towers  Hotel 
Nash  Aluminum  Window  Corp 
National  MeUl  Products  Co.. 
Naz,  Inc.,  John  A.  .... 
Nelson  Industries  ... 

New  Aluminum  Arts,  Inc.  . 
Norman  Aluminum  Window  Co 
Paralastic  Products  Co.,  Inc. 

Pioneer  Co.,  The  . 

Produx,  Inc.  .  . 

Pro-tect-U  Jalousie  Corp. 
Rologlass  Equipment  Co.,  Inc. 
Roofing,  Siding  &  Building  Spec 

ties  Manual - 

Security  Sash  &  Screen  Co. 
Shower  Door  Co.  of  America 

Stober  Mfg.  Co. . 

Universal  Fabricators  - 

Van  Dette  Mfg.  Co..  . . 

V-Se«l  Corp. 

Vulcan  Metal  Products  Co.,  Inc. 

Warner  Mfg.  Co - 

Weather  Products  Corp. 

Werner  Co.,  Inc.,  R.  D. 

Wigwam  Flue  Top  Co. 

W'ilson  Mfg.  Co.,  L.  S.. . 
Winsulite  Mfg.  Co.  . 
Youngstown  Industries 


ial- 
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CLASSIFIED  ADVERTISING  : 

Und*!  this  hsadinq  clatsiiisd  adTvrtUsmrats 
an  occsptsd  ct  ths  unilorm  rats  ot  26  cants 
a  word,  but  no  advortlsomont  takon  ior  loss 
than  20  words  with  o  minimum  chargo  ol 
$5.00;  3  months  at  20c  par  word  por  insertion.  : 
Chock  or  Monoy  Order  must  accompany  copy  ei  ! 
Classiiied  Ad.  Adrsnisements  soUcitatinq  deal*  | 
•rs  or  distributors,  or  new  products  lor  sale,  net  | 
accepted  in  classiiied  section.  Address  all  cobs*  I 
municotions  to  Classified  Department,  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  18.  N.  T.  I 


SITUATION  WANTED 


;  AVAILABI.E-DIRKCTOR  of  Sales  Training  or 
I  Consultant ;  mature  man ;  lengthy  experience  in 
Direct  Selling  Field;  now  engaged  in  this  capacity; 
able  to  formulate,  organ  ire,  teach  ami  supervise; 
personally  trained  group  of  assistants.  Box  311, 
Building  Specialties,  425  Fourth  Avenue,  New  York 
16.  N.  V. 


HELP  WANTED 


MANCFACTURERS  REPRESENTATIVE  ! 
WANTED — Established  storm  window  dealers  j 
wanted  to  represent  national  mfgr.  of  aluminum  com¬ 
bination  windows,  to  contact  and  service  other  deal-  | 
ers  in  adjacent  areas.  No  stfick  or  investment  re-  j 
quired  of  dealer*  or  on  the  part  of  the  mfrs.*  repre-  | 
sentativc.  Our  company’s  long  service  record  and  | 
progressive  policy  is  your  assurance  of  a  desirable,  j 
profitable  and  permanent  working  arrangement,  pro-  | 
vided  of  course,  that  you  meet  our  requirements.  If  ; 
interested,  please  write  and  give  full  details  about  | 
your  present  operation.  Our  reply  will  be  in  full  j 
detail;  or  a  company  representative  will  call.  Write  , 
Box  310,  Building  Specialties,  425  Fourth  Avenue. 
New  York  16.  N.  Y. 


WANTED:  WOOD  MILL  &  Supply  Yard  Super¬ 
intendent.  Large  roillworking  plant  and  bldg,  supply 
company  located  in  Metropolitan  Detroit  has  un¬ 
usual  opportunity  for  a  man  thoroughly  experi¬ 
enced  in  mill  operations  and  supply  yard  functions. 
Must  be  able  to  direct  and  supervise  others.  In 
reply  state  age,  experience,  references  and  salary 
requirements.  Box  307,  Building  Specialties,  425 
Fourth  Ave.,  New  York  16.  N.  Y. 


CONSTRUCTION  SUPERINTENDENT:  A  large 
residential  builder  in  Metropolitan  Detroit  area  has 
an  opening  for  a  building  superintendent.  Must  be 
fully  experienced  in  all  phases  of  residential  con¬ 
struction  and  able  to  supervise  the  construction  of 
1000  homes  annually.  Salary  commensurates  with 
qualifications  and  responsibilities.  Box  309  Building 
Specialties,  425  Fourth  Ave.,  New  York  16,  N.  Y, 


RELIABLE  MANUFACTURER  OF  nationall 
advertised  steel  casement  storm  sash,  with  12  years 
experience,  has  openings  for  salesmen  or  manufac¬ 
turers  representatives  who  are  alert,  intelligent,  and 
reliable,  and  who  are  free  to  travel  within  a  moder¬ 
ate  radius  of  their  own  home.  Excellent  rate  of 
commission  including  override  on  all  present  ac¬ 
counts  in  your  territory.  Your  duties  will  be  to 
service  old  accounts  and  set  up  new  dealers.  No 
drawing  account  until  performance  is  proven.  Our 
employees  have  been  notified  of  this  ad.  All  replies 
strictly  confidential.  Answer  giving  full  history  and 
experience.  Box  No.  312,  Budding  Specialties  Mag¬ 
azine,  425  Fourth  Ave.,  New  York  16,  N.  Y. 


MISCELLANEOUS 


SALESMEN:  If  you  want  to  improve  your  sell¬ 
ing  technique,  get  a  copy  of  My  Hardest  SaU.  This 
brochure  contains  authentic  stories  from  men  oo  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  reaL 
live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
the  brochure.  Send  for  one  or  several  brochoret 
today.  Building  Specialties,  425  Fourth  Aveaae, 
New  York  16.  N.  Y- 


Read  BUILDING  SPECIALTIES 
EVERY  MONTH  By  Subscribing 
Today.  $3.00  per  year. 


^  Yoo're  bound  to 

^  •"i®y  y®”'  •♦®y  ®* 

K^MANHAHAN  TOWERS 

^  ^^^Sraodway'*  NawnI  aad  largatt  Halall 
^  Accammadetiani  far  1400  OMarli 

At  The  "Confer  Of  Activity." 

450  rpaciaat  raamt  willi  privata  bath, 
prattwra  thowar  and  radia. 

Tefevision.  foo  f 

kir-Candilianad  Carklail  launga.Caffta  Shap. 
tofos  from 

$3.00  daily 


towers 


Spatial  Waakly 
ond  Monthly  rota. 


WILSON 

BASEMENT  COMBINATION 
ALUMINUM  SCREEN  &  STORM  SASH 

Another  Wilson  profit  maker  for  you! 
Priced  low  to  sell  fast.  Flange  or  face  type 
attachment.  Easy  to  install.  Sizes  shown 
below. 

piiya:, 

2LT.  15X12  2LT.  15X16  2LT.  15X20 


L  S.  WILSON  MANUFACTURING  CO.,  Dept.  C 

2300  S.  WESTERN  AVE.,  CHICAGO  8,  ILLINOIS 

(Formerly  Metol  Window  Service  Co.) 

RUSH  full  details  on  Wilson  Storm  Sash. 


HEN  IT  COMES  TO 
RISTOCRACY. 


“Who’s  Who”  is  important . . .  but 
builders  and  applicators  every¬ 
where  want  to  know  “what’s  what”! 

And  they’re  all  demanding  the 
“what”  of  INTERLOCK! 

They  like  the  New  1951  Colors 
developed  expressly  for  modernization 
and  new  home  construction.  They  wel 
come  elimination  of  grouting  which  means 
no  clean-up  problems.  Only  INTERLOCK 
has  this  patented  feature  which  avoids  dirt 
collecting  lines  between  tiles. 

This  plastic  wall  tile,  made  of  Styron,  and  backed  by 
the  Good  Housekeeping  Guarantee  Seal,  has  been  wide¬ 
ly  acclaimed  by  builders,  applicators  and  dealers  be¬ 
cause  it  is  so  easy  to  install!  They  admit  you  just  can’t 
go  wrong  with  the  best — the  aristocrat  of  the  indus¬ 
try— PITTSBURGH  INTERLOCK  Plastic  Wall  Tile. 


JONES  a  BROWN,  Inc. 

National  Distributors 

PITTSBURGH,  PA. 


I  NEW  1951  COLORS  •  NO  GROUTING 
»  LESS  COST  PER  JOB  •  NO  CLEAN-UP 

INVESTIGATE!  AAAIL  THIS  COUPON  TODAY! 

Jones  a  Brown,  Inc.,  Dept.  BS 
439  Sixth  Ave.,  Pittsburgh  19,  Pa. 

Gentlemen: 

I'd  like  to  know  more  about 
"what’s  what”  with  INTERLOCK! 

Contractor  □  Jobber  □  Dealer  □ 


